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WHITE PINE MILLS: Winton Lumber Co., Gibbs, 
Idaho. 


SPRUCE MILLS: The Pas Lamber Co., Ltd., The 
Pas, Manitoba, and Reserve, Sask. 


PONDEROSA PINE MILLS: Somers Lumber Co., 
Semers, Montana.—Craig Mountain Lumber Co., 
Winchester, Idaho. 


WINTO 





The promise of continued building, 
remodeling and modernizing makes 
it vitally important that you be al- 
ways ready with lumber and lumber 
products that fully meet today’s ex- 
acting demands. When you buy from 
Winton you can be SURE of surpass- 
ing quality, ample quantity and de- 
pendable variety. The mills supply- 
ing Winton Lumber are modern, up- 
to-date, with finest machines of ad- 


Good Lumber For Over 53 Years 
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vanced type, with equipment that 
makes possible highest achievement 
in quality production. We offer the 
best in Idaho White Pine, Ponderosa 
Pine, Sugar Pine, Western White 
Spruce, Douglas Fir, Western Hem- 
lock, Red Cedar Siding and Shingles. 
Why not play safe by letting Winton 
book your orders now? Don’t miss 
ANY of this profitable new business. 
Your orders and inquiries will have 
prompt attention. 


LUMEEH SALES CU. 


FOSHAY TOWER? MINNEAPOLIS 





Which is most 


IMPORTANT ? 


—treating sash and doors to prevent 
damage by ROT and TERMITES? 


— oR treating to reduce swelling, 
shrinking and warping by making the 
wood resistant to moisture absorption? 


Why not do BOTH in one operation? 
It can be done by using the new 


PAR-TOX WR. 


Sell millwork with that kind of pro- 
tection and you give your customers 
many EXTRA years of service. 


FREE TO DEALERS: List of 
mills using Par-Tox. 


FREE TO MILLS: Samples and 
data on methods of applica- 









tion. 


Serving the Sash and 
Door Industry for 7: 


IRA PARKER & SONS CO. 


Window 


~ The 




















“Topco” Overhead Pulley 


It’s Exclusive (patented) 
Features Like These-- 


that are helping Malta 
dealers put ‘‘Topco’’ Frames 
inte so many lovely homes: 
(1) Overhead Housed Pul- 
ley; (2) Three-Point Jamb 
Clamp, for water-tight sills: 
(3) Mull Center Clamp; 
(4) Three Width Jamb. 
They make it easier and 
more profitable to sell. Your 
first installation, a@ sure 


years. o}-9 5 140s), Pe a 2 oa ae. 





Malta Frames cost less per 
year of service. . 
s 





|. Columbus, Ohio 
| in Malta 
“Topco” 


Top - Ww. ° Iry 
Frames— Roderick, architect; Grove City Farm- 
Since 1901 ers’ Exchange, dealer. 
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home — “Topco” Frame Equipped 
oes G. Barnhart, owner; Ha 


“Gladly!” said Mr. Barnhart, when we 
asked permission to show his beautiful 
new “Topco” Frame equipped home. And 
he praised highly his Malta Frames. 


Carload after carload of Malta Frames 
have gone into Columbus homes, because 
dealers, architects, contractors and own- 
ers have found they are today’s most effi- 
ecient and economical—the “best buy by 
long-service odds.” 


Investigate why! And you, too, will join 
the procession. Their patented features 
make Malta Frames DIFFERENT — and 
better; costing less in service; “Topco” 
Wing-Flexed units can save up to $75 per 
room, in 20-years, on heat bills alone! 


Write for “Proof-Chart.” Also Malta’s 


complete catalog—of “Topco” and “Su- 
preme” window and door frames. 


The MALTA MFG. CO. 
MALTA, OHIO 
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Consolidation in 1899 of the Northwestern Lumberman and Timberman 
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of Yosemite - Home of Yosemite Sugar Pine 


SEM 


The picture shows Yosemite Sugar Pine out 
for a drying in the bright sparkling sunshine 
of California. Far in the background are the 
mills, the kilns, the great loading platforms 
and the dressed lumber sheds. The air-drying 
yard is serviced by 28 miles of rail track. 


Kiln-dried Sugar Pine also is furnished. Dry- 
ing facilities are provided by a battery of 18 
modern blower kilns. Yosemite mills have 
a cutting capacity of 400,000 feet per day. 
Equipment and machines are the last word 
in precision manufacture. 
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End Coating. Here's an exclusive Yosemite 
feature. Practically all 5/4 and thicker Air 
Dried Selects and all 10/4 and thicker Shop 
and Better Sugar Pine are treated with End 
Coating, a formula developed and prepared 
at the Yosemite operation. It assures an ab- 
solute minimum of end or season checks. 
There's no discoloration under the coating. 


We invite you to write to this company or 
its representatives. Learn about our offerings 
of Selects, Factory Lumber, Pattern Lumber 
and Yard Stocks, air-seasoned or kiln-dried. 


Yosemite Sugar Pine Lumber Co. 


General Office, Mills and Yard 
MERCED FALLS, CALIFORNIA 


D. M. WARNOCE 
95 River St., Hoboken. N. J. 
New York Phone— 
Rector 2-0432 


New Jersey Phone— 
Hoboken 3-3011 


LOS ANGELES OFFICE: 
ARLO D. SQUIRES, 
Commercial Exchange Bldg.. 
Los Angeles, California 
Phone—Michigan 8631 


WE ARE MEMBERS OF THE WESTERN PINE ASSOCIATION 
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This Country of Ours 


days, pucker up like a persimmon 

at the mention of youth move- 
ments or youth congresses or youth any- 
thing of an organized kind. Some antics 
of these young people, in their loud mo- 
ments, have not been too reassuring. 


MV) ‘cass BUSINESS MEN, these 


4 * * 


So we asked a young man, a high 
school graduate of last June, about it. 

“IT suppose,” he said, “that some of us 
do seem impudent or worse. We don’t 
want to be that way. All we want is a 
chance to get started as a working part 
of society. Offer us jobs, and we'll take 
them; and you'll never hear of us again 
as an organized youth group of any kind. 

“The public must think we kids are 
some good; for it runs one of the coun- 
try’s biggest businesses, the public 
schools for our benefit. But when we’re 
graduated, with a fairly large investment 
of tax money in our education, part of 
us are left standing on the sidewalk. 

“The successful business man likes to 
tell us that if he weré a young fellow he 
could get a job. Maybe he could. But 
if he were a million young fellows, and if 
there were only half a million jobs, I'll 
guess he'd be partly unemployed; just 
like us. 

“Involuntary idleness is an awful 
thing. I used to think it would be fun; 
nothing to do, and an honest reason for 
loafing. But it’s terrible. That’s one 
thing I’ve learned outside of school. That 
sense of being shut out of the world as 
a going concern explains a lot of the 
hardness in the youth movements. Cap- 
italism doesn’t create enough jobs. Labor 
unions organize to keep the jobs there 
are. Pretty soon the youth groups are 
taking dirty cracks at the people they 
think are pushing them out. At that point 
they get called Communists. But these 
names don’t mean a thing. They don’t 
describe us. We're not sold on any for- 
eign isms. We'd like to be Americans 
every way, and we will be if we’re given 
even a fraction of a chance. Give us 
problem children some honest work, and 
from that moment we’ll stop being prob- 
lem children.” 

+e * 


A newspaper report from a large east- 
ern city told of continuing vandalism 
around school grounds; broken windows, 
broken playground equipment, swimming 
pools filled with rubbish. A little sleuth- 
ing indicated that it was being done 
chiefly by recent graduates who had no 
work to do. It represented an ugly 
mood; anti-social, poisonous. Author?- 


ties were urged to take harsh action, to 
make examples of a few sinners. Then 
the schools opened special classes to train 
young people in the trades and _ tech- 
niques needed in the big national pre- 
paredness undertaking. Some 4,000 
people, mostly young, signed up for the 
classes; and the vandalism stopped. 


* %* * 


There are several millions of young- 
sters who are waiting in a fairly bewil- 
dered way for employment. They don’t 





Farm Population Increases 


Two Million in Ten Years 


ARM POPULATION of the 

United States reached a 

twenty-four-year high on 
Jan. 1, with a total of 32,245,000, 
close to the 1916 all-time record 
of 32,530,000, the Department of 
Agriculture has announced. It was 
186,000 more than last year and 
2,076,000 more than ten years ago. 
The increase during the 1930's was 
attributed to the fact that there 
were 7,361,000 births and only 3.- 
313,000 deaths. The largest gains 
during the ten years were in Ken- 
tucky, Tennessee, Alabama and 
Mississippi. 


Farms Repay Their FSA 


Loans in Advance 


ORE THAN one-third of the 
$385,000,000 which the Farm 
Security Administration lent 

to rehabilitate farmers in the last 
five years has been repaid. the 
Department of Agriculture an- 
nounced. 

Although the loans to about 
800,000 farmers will not fall due 
for four or five years, the depart- 
ment said that more than $130,- 
000,000 already had been repaid. 
Almost 112,000 borrowers already 
have repaid their loans in full. 





know how to look for it or how to talk 
with a business man about employment. 
But. let’s not get too patronizing about 
it; for some practical tests proved that 
the average business man didn’t know 
how to talk with prospects about jobs in 
his own plant. 


Out in Portland, Oregon, there are 
about 3,600 high school seniors gradu- 
ated each year. Some 900 go to college, 
and the others hope to get jobs. Few of 
them knew how. The superintendent of 
schools talked this over with the mem- 
bers of a service club; and out of these 
conferences came the “Dutch Uncle” 
plan. Several hundred business and pro- 
fessional men agree to see these young 
people and to talk to them about the 
requirements, opportunities and tech- 
niques of these different lines of work. 
At first the boys and girls didn’t know 
how to talk with these men; had so little 
information they couldn’t ask intelligent 
questions. Teachers were appointed to 
act as counselors, and these teachers 
learned at first hand about the practical 
aspects of many businesses and _ profes- 
sions. Business men learned how to pre- 
sent the points of their own lines to per- 
sons who had little advance knowledge 
about them. 

All three groups, business men, stu- 
dents and teachers, learned much about 
each other and about themselves. The 
students especially got the idea that busi- 
ness isn’t run primarily to give employees 
jobs. The world doesn’t owe them a liv- 
ing. A person who wants to make a 
living in business must be able to offer 
a service er a skill that somebody is will- 
ing to buy. The result in Portland is 
both a better spirit and understanding 
and a better employment record. 


* * X 


Most business men look with less than 
enthusiasm upon taking students on dur- 
ing summer vacations. Certain routine 
lines can do it. For example, hundreds 
of boys get part-time employment in mid- 
western communities where hybrid seed 
corn is raised. At a certain time they 
detassel the stocks, making certain of the 
cross fertilization. 

Students need this summer work, for 
the good of their own morale; and now 
and then a business man finds that he 
does himself an especially good turn by 
taking on a boy for the summer months. 
One retail lumberman took on such a 
boy and set him to working on the pros- 
pect data gathered at a spring building 
show. The dealer had paid little atten- 
tion to anything except information 
about new-building prospects. The boy 
classified the rest. checked the credit rat- 
ings of the people signing the cards, got 
some information from a business-forms 
house about setting up these prospect 
lists, put the material on loose-leaf forms 
and practically forced the dealer to go 
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out and follow these leads. These extra 
sales came in for months after the bey 
had gone back to school. Another boy, 
who sincé graduation has become assist- 
ant treasurer of a manufacturing com-. 
pamy, worked for a retailer one summer ; 
and his special line was setting up col- 
lecting records and adapting collecting 
letters to the special needs of the yard. 
Both, of course, are unusual instances. 





‘¢) T LOOKS,” says the yard man, “as 
though I’d better be getting me a 
new flint for the pistol. 

“T ain’t aiming, you understand, to be 
precipitate. The old one fell out only 
about twenty years ago, right after grand- 
pa gave it to me. But it didn’t seem im- 
portant at the time, what with the world 
being fresh safe for democracy, so I just 
used the bereaved weapon as a door stop 
and relied on aspirin and roughage in 
my breakfast food. 

“But lately things seem changed. If a 
peaceful citizen runs into a mobster and 
doesn’t reach high enough or fast enough 
and so gets himself appeased, he’s a lot 
worse than dead. He’s guilty of first- 
degree murder of himself and ought to 
spend the rest of his life in jail. Mr. 
Hitler says so, and Mr. Hitler ought to 
know. Mr. Hitler’s met a lot of people 
and countries like that. 

“Now I’d just naturally hate to be a 
criminal; especially that kind and under 
those circumstances. I probably never 
could hold my head up again. So I aim 
to get the old pizzle fixed and see can I 
hit anything with it; especially right 
quick.” 





echoes in this country; most of 
them disquieting. 

All of us know the security of the 
United States, during and after the war, 
must depend upon the unity of the 
American people and upon their capacity 
to put first things first. 

So here is a small echo that is reas- 
suring. It may, and we think it does, 
represent an emerging attitude in both 
parties and among all voters. A Demo- 
crat who holds an important position was 
talking privately about the nomination 
of Mr. Willkie. 

“You people know I want my party to 
win,” this Democrat said, “and that I 
expect it to win. You'll believe me when 
I say this has nothing to do with any 
private interests of my own, for I’ve al- 
ways held the basic objectives of the 
present administration. 

“Mr. Willkie will be a strong opposi- 
tion leader; probably the strongest the 
Republicans could have selected. But I’m 
glad they did select him. He is an intel- 
ligent and patriotic man, capable of de- 
fending Americanism. 

“This is no time for partisan scrambles 
of a low kind or for scouring back alleys 
for votes at any price. The campaign 


W ORLD EVENTS are having loud 
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must be run on a full agreement about 
American principles, with a _ clear-cut 
choice of methods offered the voters. 
Everything indicates that Mr. Willkie 
wants to make it that. Nothing else is 
thinkable at a time when the country is 
facing its most serious difficulties since 
the Civil War or perhaps even since Val- 
ley Forge. The United States must 
come first. 

“Tt will be a hard contest ; but it’s good 
to know the opposing candidate is a man 
of high character and ability. Should 


Continued Home Demand 
Depends on Quality 


7 HE PUBLIC has not been 
educated to demand su- 
perior homes and, with- 

out such a demand, too many seg- 

ments of the building industry 
cannot supply them in the face of 

cheap competition,” said John H. 

Fahey, chairman of the Federal 

Home Loan Bank Board. 

“Unfortunately, in the promo- 
tion of residential construction, 
the industry has emphasized price 
and terms to the virtual exclusion 
of quality. Higher-ratio loans, 
longer terms, reduced interest rates 
and mortgage insurance have char- 
acterized the industry’s sales ap- 
proach. Would not the industry 
be building on a sounder basis if 
quality were given greater empha- 
sis? It seems inevitable that the 
industry will soon recognize that 

a lasting demand for homes can 

be created only by delivering a 

quality product, albeit at the right 

price and on the proper terms. 

“Tt is time for all elements of 
the building industry to get be- 
hind movements for better homes. 

If the public can be convinced of 

the value of home ownership, the 

building industry will be the chief 
beneficiary. Notwithstanding the 
difficulties involved, it has been 
conclusively shown that improve- 
ment in plan, design and construc- 

tion can be accomplished to a 

highly worthwhile degree if con- 

tinuous effort is brought to bear 
by all industry factors.” 








1940 be a Republican year, I want the 
new administration to be the best and 
ablest the Republicans can offer. A 
push-over on either side would leave 
basic questions undecided; and a cam- 
paign of vicious and low-grade attack 
would push Americans apart at a time 
when they must be brought together. 
We’re all Americans. I hope and believe 
that while we're all partisans, we’re pa- 
triots before we’re Democrats or Repub- 
licans.” 





Jaly 27, 1940 


hotel room far from Chicago, we 
don’t know what the Democratic 
convention is going to do. But as you 
read them, you'll know. It’ll be old stuff 
by that time; and both of us will claim 
we guessed it correctly, away back when. 


A WE WRITE these lines, in a 


ok ok * 


An able man will be President next 
year. Yes, we borrowed that sentence; 
borrowed it from an editorial written 48 
years ago and printed before the 1892 
conventions were held. The author didn’t 
know who would be nominated, and he 
couldn’t know who would be elected. He 
based his prediction not upon personal- 
ities but upon the long history of the 
Presidency. For a hundred years the 
level of Presidential competence had been 
rather consistently high. He was sure it 
would continue to be high. 

You and we may not like next year’s 
President. There are always those who 
dislike the President who is currently in 
office. Washington was compared with 
Nero, and Lincoln was called a baboon. 
It takes time to see a man and his work 


in perspective. aa 


This country has had abler Chief Ex- 
ecutives than the law of averages would 
seem to make probable. The responsi- 
bilities of the office, plus the living influ- 
ences,of a free people, cause almost any 
President to play the game away over 
his head. He is created by the people 
after the election quite as much as he’s 
chosen by the people at the polls. Most 
of the relatively mediocre Presidents, 
whose names you probably can’t even 
remember, were the products of mediocre 
times; and all but a few, even of these, 
were reasonably equal to their responsi- 
bilities. Historians name but two or 
three who were not; and their reputa- 
tions may rise as more is learned about 


them. 
*k oO Ox 


This idea that the Chief Executive’s 
level of performance is an index of the 
current quality of the people is some- 
thing to think about. Especially this 
year. 

John Citizen is a party man and wants 
his candidate to win. But this year John 
is feeling with a special sharpness that 
the campaign and the election will do 
more than just fill the offices. In fact 
there are two campaigns, and only one 
deals in votes. The other deals in sober- 
ing questions that don’t appear on the 
ballot. The important question can be 
asked simply: “Does the American way 
of life mean enough so that I’m willing 
to sacrifice for it?” 

If John answers yes, then the United 
States is going to win both the campaign 
and the election. It'll be a victory the 
losing Presidential candidate can help to 
win. He will not get the Presidential 
office; but as a good American he can 
share fully in a victory for Americanism. 
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Heads Lumber Division of Ad- 
visory Commission on Defense 


WasurncTon, D. C., July 23.—The Advisory 
Commission to the Council of National De- 
fense has appointed John W. Watzek, Jr., for- 
mer president National Lumber Manufacturers’ 
Association, as head of its Division of Lumber 
and Forest Products. The logic of the 
appointment of John Watzek to head this Divi- 
sion is not only in the confidence and high re- 
gard in which he is held 
throughout the industry 
in all its branches, but 
in his personal familiar- 
ity, through the com- 
panies in which he is 
associated, with lumber 
and timber products in 





JOHN W. WATZEK, 
JR 


Chicago; e 
Heads Lumber Divi- 
sion of -Advisory De- 

fense Commission 





the South and in the 
West, in both soft- 
woods and hardwoods, 
including practically 
every field of produc- 
tion and treatment of 
primary ~timber prod- 
ucts, and- also pulp and 
paper. ‘ : ‘ 

John W. Watzek, Jr., of Chicago, is presi- 
dent of the Jackson Lumber Co., Lockhart, 
Ala., and vice president of Fordyce Lumber 
Co., Fordyce, Ark; Crossett Lumber Co., Cros- 
sett, Ark.; Crossett Timber Development Co., 
Bastrop, La.; and Crossett Western Co., 
Wauna, Ore. Since 1925, Mr. Watzek has 
been a resident of Chicago as a partner of the 
Crossett. Watzek Gates Industries. In 1935-36 
he was president -of the National Lumber 
Manufacturers Association, and since 1936 has 
been a director of the American Forestry As- 
sociation. He is also a member of the Advis- 
ory Council of the Charles Lathrop Pack For- 
estry Foundation. 

It is not possible to say yet how the lumber 
and forest products industries will be, or 
should be, represented in contact with the de- 
fense agencies and the Defense Commission, the 
primary duty of which is to help the regular 
administrative defense agencies of the United 
States to secure the needed materials, equip- 
ment and services. The exact plan by which 
this Division will be organized has not yet 
been determined. It will be set up by the 
Defense Commission on Mr. Watzek’s recom- 
mendation. He assumed this activity the week 
of July 20. His office for the present is ad- 
dressed in care of the Defense Advisory Com- 
mission, Federal Reserve Building, Washing- 
ton, 5: C. 

There is a special reason that the lumber 
industry is concerned, or at least should be 
concerned, in the efficient handling of such 
problems. The United States has statutory 
authority to acquire property for the production 
of “lumber and forest products,” coupled with 
the further authority to acquire by “purchase” 
and by “donation.” While scope of the statu- 
tory authority has never been adjudicated, it 
seems to be capable of rather broad application. 

The Lumber and Forest Products Division 
of the Defense Commission will include the 
so called mechanical products of timber, i.e., 
all forest products except pulpwood, pulp and 
paper, naval stores and chemical products and 
derivatives. There will be a separate pulp and 
paper division, and separate. division of chem- 
icals. Fabricating and construction functions 
theoretically are in another division under the 





supervision of W. S. Knudsen. This arrange- 
ment might put millwork and other fabricated 
timber products in another division. But it is 
likely that an understanding will be reached 
whereby at least the ordinary standard fabri- 
cated lumber and forest products used in ordi- 
nary building will come under the jurisdiction 
of the Lumber and Forest Products Division. 
This then will include logs, poles, posts, piling, 
ties, sawn lumber, shingles, plywood, veneer and 
presumably ordinary building woodwork. Pro- 
vision will eventually be worked out for unified 
and coordinated representation of lumber and 
timber products as above enumerated; and 
probably, also, as between manufacturers, 
wholesale distributors and retail distributors in 
their respective fields. 


Manufacturers Prepared to 
Meet Any Emergency 


Demand 


WasHincTon, D. C., July 23.—John W. 
Watzek, Jr., whose appointment to head the 
Lumber and Forest Products Division of the 
Defense Advisory Commission was announced 
yesterday, was today advised by M. L. Fleishel, 
of Jacksonville, Fla., president of the National 
Lumber Manufacturers Association, represent- 
ing regional lumber associations with a produc- 
tion capacity of nearly 20 billion feet of lumber 
annually, that the Forest Products Industries 
are prepared to furnish promptly ample sup- 
plies for the national defense needs;-and that 
there will be no “bottleneck” in lumber and 
timber products. Mr. Fleishel gave this assur- 


Billions for U. S. 


23 


ance to Mr. Watzek after a two-months na- 
tional study of potential national defense re- 
quirements, and analysis of the facilities of the 
lumber industry. He assured the Defense Com- 
mission that the industry can provide current 
information on stocks of lumber on hand by 
species, grades and sizes, as well as of lumber 
production capacities by regions. 

The association-also has offered the Defense 
Commission more comprehensive data on lum- 
ber utilization and specifications than have ever 
heretofore been available. Mr. Fleishel pointed 
out that the lumber industry of today has been 
modernized and its distribution streamlined, so 
that it is in a much better position to serve 
promptly the national defense needs than it 
was in 1917; it now has throughout the indus- 
try standardized grades and sizes of lumber to 
fit practically any need, compared with the lack 
of dependable grade standards during World 
War I. 

_ Calling attention to the fact that the industry 
is now working at only 70 percent of capacity, 
Mr. Fleishel emphasized also the re-employment 
which would result, particularly in distressed 
areas where the forest industries are practically 
the only sources of local employment. He fur- 
ther cited the relatively high labor-material 
ratios in the use of lumber compared with most 
other materials. 

_The National Lumber Manufacturers Asso- 
ciation today cited the improvements in logging 
methods, manufacturing and processing and in- 
creased facilities for seasoning during the past 
20 years which have resulted in more uniform 
sizes of lumber, more systematically graded and 
inspected than heretofore. Facilities also for 
pre-fabricated and demountable lumber struc- 
tures have been developed in recent years to a 
high stage of efficiency. Practically all of the 
housing for the Civilian Conservation Corps, 
the association announced, is now of this simple, 
convenient, portable type of construction, which 
is readily adaptable not only to troop housing 
but to industrial housing. 


Defense Should 


Spur Dealer Markets 


Provision for billion dollar appropriations 
for national defense has occupied the time and 
attention of the United States Congress for 
many months. American journals have kept the 
public informed concerning the original legis- 
lation which delegated these vast sums to gen- 
eral departments; yet their actual expenditure 
has remained, for the most part, unpublicized. 

The money has—and is being spent and dis- 
tributed, through industry to the entire nation. 
Employment will undoubtedly be offered to 
thousands who have been without a steady or 
adequate income for many years. Govern- 





Co-ordinator Appointed to 
Speed Defense Housing 


WasuinctTon, D. C., July 23.—The National 
Defense Commission has appointed Charles F. 
Palmer, former chairman of the Atlanta Hous- 
ing Authority and president of the National 
Association of Housing Officials, as housing 
co-ordinator, to expedite housing construction 
which may be considered necessary to the na- 
tional defense program. 

Announcement is made at defense headquar- 
ters that every effort will be made from now 
on to streamline the defense housing program, 
which means that a lot of red tape and bureau- 
cratic handicaps will, if possible, be dispensed 
with. From now on, big housing projects de- 
veloped by the U. S.:Housing Authority, which 
ordinarily require from 12 to 15 months for 
completion, will be rushed through in 4 months. 


mental expenditures will have widespread dis- 
tribution to many pockets. 

This situation should offer a cue to lumber 
and building material dealers. The time is ripe 
to remind workers of much needed household 
repairs, long overdue. With a paycheck in his 
wallet Mr. America will be ready to allow long 
suppressed home-building dreams to flower into 
reality. 

The following items indicate some of the 
paths over which defense money will find its 
way into industry. A $70,235 contract was let 
to the American Brake Shoe and Foundry Com- 
pany for shell forgings and related items. It 
was placed under the title of “educational or- 
ders.” In this same division were awards of 
$11,050,000 for aviation facilities at Coco Solo, 
Canal Zone. Similar facilities at Alameda, Cal. 
naval air station will cost $9,800,000. Funds to 
provide aviation facilities, buildings and dredg- 
ing at various locations on the west coast, Pearl 
Harbor, Honolulu, and islands in the Pacific 
total $30,870,000. Battery shop facilities to be 
built at Philadelphia Navy Yard will cost $75,- 
000. Construction at San Diego, Cal. base, 
accounts: for a $1,630,000 expenditure. The 
machine shops at Norfolk, Va., will be enlarged 
and extended to the tune of $720,000. San 
Diego aviation facilities require $3,313,900 for 
their improvement and in the Puget Sound area 
$7,300,000 will be spent for aviation and stor- 
age equipment. 

Construction of a $30,000,000 plant near 
Lousiville, Ky., to produce smokeless powder 


(Continued on Page 49) 
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Part of the Ursa, Ill., Middendorf Lumber Co. hog and brooder house production line. Left, top: power saw shed with worker 
cutting lumber to size. Man shown in picture below takes cut lumber from saw shed and places it in treating vat. Below: vat 
loaded. Bottom, left: two workers constructing section hog house. Right: Front fence advertising this farm-structure headquarters 
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Designed te Meet Garm Needs 


The little yard of the Middendorf Lumber Co. at Ursa, IIL, 
a branch of the main plant in Quincy, 12 miles south, manufac- 
tures and sells about 200 brooder houses a year, in addition to 
numerous hog houses, and other small portable farm structures. 
Ursa has a population of about 200 people, and the yard serves 
the rich agricultural country around it. It is quite possible that 
the little plant is the busiest, heaviest stocked village lumber 
yard in the country. From four to seven men are kept busy 
the year around producing brooder and hog houses, and the 
normal stock of builders’ hardware carried in the store runs 
from ten to fifteen thousand dollars in value. 

“Every stick of lumber that goes into the construction of 
these houses,” said Frank Middendorf, “is preserved with 
Eastman No-D-K natural wood creosote. We buy this preser- 
vative in tank car lots. Cars are spotted in the yard on a sid- 
ing provided for that purpose. 

“We have a regular production line for building the houses, 
and we never build any type or size in lots of less than ten at 
a time. Lumber from the shed is cut to size with an electric 
power saw. Holes are made with an electric drill, and screws 
are set with an electric screw driver. Pieces of lumber sawed 
to size are taken directly from the sawing table to the treating 
tanks. Each piece remains immersed for four hours.” 

All brooder houses are insulated throughout and sold com- 
plete with vents installed, and window and door frames painted. 
Every brooder house, hog house or other small farm building 
carries the trade mark of the company. Portable granaries, hog 
houses and wire chicken houses are made in quantities, and 
ready market is found for all of them. Many of the brooder 
houses and hog houses are built in sections for assembly into 
a structure of about any desired length. Standard brooder 
house lengths run sixteen, eighteen and twenty feet, and all 
sizes and all sections carry published standard prices. Three- 
sow hog houses are 7x18 feet, and two-sow hog houses are 
7x12 feet. 

Brooder house stocks in early summer were down to about 
30 complete structures. The schedule calls for increasing this 
stock by October 1 to 80 or 100 houses. A reserve of that 
size has been found necessary to enable the company to fill 
autumn orders with alacrity. 

In June the yard presented a busy scene with five men en- 
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Headquarters 
4 | From Hog House te Dairy Bam 





" gaged in the construction of brooder houses and hog houses. 
* One of these was operating the electric saw, while the second 
O was taking the pieces from the saw and placing them in the 
S. treating vats. Two others were engaged in the construction 
- of a sectional hog house, while the fifth man was painting the 
it last of a series of ten brooder houses, five of which are shown 
or in a photograph. 
sy The yard is on the main highway running north from Quincy, 
ie and at a slight bend in the road which throws it into the view 
1s of passing motorists going in either direction. The position 
has been capitalized on to the extent that every available space 
of on the front of the sheds and the store and office building has 
th been used to advertise some material or service the yard is 
r- equipped to supply. 
d- A high board fence reaching to the roof height of the store 
extends across that part of the yard which contains no sheds, 
25, and provides a large billboard for the advertisement of mate- 
at rials and services. With pictures it indicates the yard’s ability 
ric to produce any farm structure from a large, fully equipped 
WS dairy barn down to the smallest of brooder houses, and with 
ed before-and-after paintings, advertises its remodeling service. 
ng Hardware and paint are featured on the false front above the 
store entrance. The front of the lumber shed advertises lum- 
m- ber, roofing, coal and wire fence, a stock of well over a carload 
od. of the latter being carried at all times. 
ng Most of the inside of the store is devoted to display and stor- 
og age of the exceptionally large stock of builders’ hardware, and 
nd a normal stock of paint, enamel and varnish. The yard is de- 
ler signed to be, and is a headquarters equipped to meet any build- 
1to ing need of the farm trade. 
ler Leo Houdyshell, the manager, stated that no particular adver- 
all tising or promotion program is used to attract business. The 
ee- best promotional medium the yard could have is already being 
are used to the fullest extent. That is the appearance of the plant, 
and the well rounded stocks of all kinds of materials that are on 
out hand all the time. Hardware and white lead are featured in 
his the window displays, and the sidewalk is used for the exhibit 
hat of feeding troughs, wire fence, and other items, seasonally. 
fill The production line for brooder and other small houses is 
well worked out, and ample space has been left open in the 
en- yard for the storage of completed units. 





ker Left above: Shed front continuing advertisement of Ursa's rural building headquarters. Shed and fence (left) fronts on main 
vat highway. Right, top: More production line; worker painting doors and windows of tenth brooder house on one order. Just below, 
ers close-up of finished brooder. Bottom: Hog house, and just above, a field of finished hog houses ready for sale and Autumn orders 
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Model kitchen built of cabinet 
units on display in the S. Hanson 
Lumber Co. window, Ames, la. 
Note the small cardboard models 
in the foreground. This display, 
plus Curtis cardboard models, 
made up specially for kitchen 
prospects, and cooperation with 
contractors, has resulted in stimu- 
lating the sale of built-in Kitchens 
both in new houses and remodeled 
houses. The back of this model 
kitchen is used to display various 
types of house insulation in the 
show room 


This is a story of how one lumber dealer promotes 
construction with stock millwork units. It is a success 
story of a sales idea developed through unusual co- 
operation with contractors. To begin right, here is what 
one contractor thinks about using building-units. 

States Reinhard Friedrich, Ames, Iowa contractor 
and builder, “building houses today is an assembly 
job.” 

S. Hanson Lumber Co., Ames, Iowa, stocks and sells 
the units with which Contractor Friedrich demon- 
strated the theory while building sixty new houses in 
the past two or three years. The units in question were 
built-in kitchens, cabinets of all kinds, stairways, win- 
dows, fireplace mantles, and other types of millwork. 

Mr. Friedrich has some set ideas on house building. 
He won’t touch a job unless he can use stock units. 

“You must use units,” he states, “to give the cus- 
tomer a lower cost job. It takes an expert to build 
kitchen cabinets, for example, and you'll have a lot of 
trouble trying to find expert mechanics in this age. 


Left: A. E. Wickland, man- 
ager (left), showing cus- 
tomer cardboard model of 
kitchen made from a room 
layout sketch. Extreme left: 
Staircase display, visible 
from either the sidewalk 
or the interior of the dis- 
play room. Above: Part 
of the display of working 
model windows and a fire- 
place mantel unit to be 
seen in the show room, and 
used in room construction 
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CONSTRUCTION 


“On one job where the customer insisted upon carpenter- 
made cabinets, it cost $180 to make cabinets that could be pur- 
chased ready-made for $130. The ready-made cabinets were 
better looking, didn’t cost so much and were easier to install. 
I knew I could give this customer a better job than could be 
made by hand, but when he insisted, I told him, ‘If you want 
that kind of a job, I don’t want it.’ When his cabinets were 
built and installed, it turned out he was dissatisfied with them 
and the contractor who took the job. I can’t afford to have 
my customers dissatisfied with me. 

“About ten years ago I started with the Hanson Lumber Co., 
to buy stock items and to build houses out of them. I soon 
found that it doesn’t pay to wait around for a customer to say 
he wants a house. So I started to build and sell and quickly dis- 
covered that if you have a house that looks good you can always 
find a buyer. 

“In my houses I use nothing but stock items wherever they 
can be applied. I use kiln dried lumber throughout, and every 
house before it is sold is equipped with storm sash, is weather- 
stripped, and is completely insulated.” 

Mr. Freidrich doesn’t do: any remodeling work. He just 
builds new houses and develops sub-divisions. But here is 
what A. E. Wickland, manager of the S. Hanson Lumber Co., 
has to say about the possibilities of using kitchen cabinet units 
to stimulate remodeling business. 

“Last winter,” said Mr. Wickland, “we had one $400 kitchen 
remodeling job and one $275 kitchen job, both of which in- 
cluded our new sink model, and in addition, we sold ten 
kitchen remodeling jobs that ran from $100 to $150 each. The 
price of a kitchen remodeling really depends upon. whether or 
not there are changes to be made in the plumbing. 


“Whenever we find a customer who may be interested in 
remodeling a kitchen we provide her with a kitchen planning 
book and a planning sheet upon which she may indicate the 
number of windows, doors, distances, sizes, height of window 
sill above floor, location, width and height of stove and refrig- 
erator and other measurements that influence the layout and 
design of a kitchen. Sometimes one of our own men will make 
the measurements for the housewife and plot the distances on 
the planning sheet; sometimes our contractors take the meas- 
urements for their customers. 


“We then take the planning sheet and from the information 
indicated thereon, we construct or have made a scale model of 
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Upper left: One of 
the kitchens sold 
from the window 
display, the card- 
board models and 
contractor coopera- 
tion. This kitchen 
was in a new $8,500 
house built by Con- 
tractor Friedrich. 
Upper right: Living 
room with fireplace. 
Center: The House. 
At right: A built-in 
staircase. All of 
these units including 
the windows and 
millwork are stock 
items in the Hanson 
Lumber Co. yard 


cardboard. This model built-in kitchen is an exact small-scale 
replica of the kitchen to be built for the customer. 

“The selling of the built-in kitchen then takes place with the 
aid of this visual support. We actually sell the model of the 
kitchen to the customer, for she can see that, and we are con- 
tracting to build a kitchen for her exactly like the one she sees. 
If there are any changes to be made, we make it in the model 
and when the customer finally signs the order she has had the 
pleasure of designing her own kitchen—even though it will 














be made entirely of stock cabinets. Fortunately there is a cabi- 
net-unit for every purpose and to accommodate the various 
types of layouts desired. The model depicts these various cabi- 
net-units in miniature. 

“After an order has been signed, we often give the model to 
the customer which always seems to please her. But the model 
is usually used for a more practical purpose before the cus- 
tomer gets to keep it. The carpenters and contractor often use 
the model in installing the cabinets in the kitchen because it 
provides a most accurate guide and prevents errors.” 

S. Hanson Lumber Co., however, does not leave the towns- 
folk of Ames, Iowa to guess whether or not building-units are 
for sale. In the company’s show window, on one of the main 
streets of town, is displayed a model kitchen, full size, made of 
cabinet, sink, and window units actually used in new and 
remodeled homes. Flanking this display are mirrored bath- 
room cabinets; and at one side is a full-size stairway and rail- 
ing. In front of the model kitchen at the center of the display 
are several cardboard models of kitchens that have already been 
installed in houses about the town. 

The show window is at the front of the company’s display 
room that was built a year ago. The model kitchen in the dis- 
play window also acts as a partition between the window and 
the show room. The back side of the model kitchen, the side 
extending into the show room, is exceptionally well utilized as 
a display for insulation. The type of construction used with 
insulation is shown. At the upper right and left corners are 
nailed pieces of insulating sheathing; at the lower left corner 
are pieces of insulating lath with strips of batt showing between 
the studs; at the lower right corner is displayed another type 
of wall and ceiling insulation with batt; and in the center, 
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Upper left: A $9,500 house built by Reinhard Friedrich in- 
corporating stock units carried by the S. Hanson Lumber Co. 
Upper right: The built-in kitchen. At left: The staircase. 
Below: The insulation material and construction display 
mounted on the back of the lumber company's model kitchen 


shown behind glass, are two types of filler insulation. 

In addition to the window in the model kitchen display, Han- 
son Lumber Co. has several other working models of windows 
in their display room. These include a basement window and a 
circular second floor or attic window. The entrance and door 
to the display room is the style entrance and door frequently 
used in that locality. 

Of the houses visited with Mr. Friedrich, the contractor, all 
of them had fireplaces and mantels. Whether or not all the 
fireplaces actually burned logs was not inquired into, but all 
of the houses had mantels over what looked to be log-burning 
fireplaces. In view of that evidence it is interesting to note 
that the Hanson Lumber Co. display room also had a mantel 
over a fireplace. 

The point is, that the building-units displayed in the S. Han- 
son Lumber Co. show room were also in evidence in the new 
homes built by Contractor Friedrich. 

Would they have gotten into the homes if the lumber com- 
pany had not displayed them, and sold builders such as Rein- 
hard Friedrich on the merits of building with units? 

That is a question every lumber dealer can answer for him- 
self. 
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RETAILERS’ ROUND TABLE 














Employee Conferences are Profitable 


In organizations where the employees 
are congregated in an office or a factory, 
associating with each other throughout 
the hours of each working day, the prob- 
lem of co-relating their efforts is solved 
easily by employing people who in addi- 
tion to the experience and talent they 
bring to their individual jobs, have the 
temperamental balance which enables 
them to fit harmoniously into a smoothly 
working team. Humans being what they 
are, little frictions and differences are 
bound to arise; but these, as any retail 
lumber yard manager knows, can and 
should be detected before they assume 
major proportions, and can be adjusted. 

In order to obtain the best collective 
thought of such an organization, periodic 
conferences of all employees with the 
manager are often held, and during these 
discussions, ideas are freely tossed out 
for development. Under skillful guid- 
ance, this kind of round table discussion 
of the mechanics of a business can pay 
untold dividends in higher efficiency and 
better practice. Hundreds of lumber 
yards in the nation hold such meetings 


regularly with the result that loyalty and 
morale of the staff are increased if no 
other measurable benefits are immedi- 
ately forthcoming. 

Line yards have an added opportunity 
for exchanging and pooling the resources 
they have in their employees. Beyond 
the periodic meetings held in each yard 
at which the problems of the yard are 
discussed by the people who make up its 
personnel, the line yard has an opportu- 
nity to get its managers together in an all 
embracing meeting or in several sectional 
meetings to get the aid of the group in 
solving local problems of a given yard 
and to exchange the best thought with a 
view to aiding in the development of poli- 
cies for the common good. 

To this end, many line yards hold an- 
nual, semi-annual or biennial meetings 
of their branch managers for the purpose 
of outlining new sales policies, introduc- 
ing new products the firm is taking on, 
swapping ideas, demonstrating merchan- 
dising plans and discussing management 
problems. That such meetings are profit- 
able to the managers, and consequently 





Timely Tifa 
R. C, Allen, of Wm. Cameron & 
Co.’s yard, in Midlothian, Tex., has 
worked out a simple way for the 
diagonal piling of 2-inch lumber. 
Summers there get plenty hot, and 
sticks are likely to crook. Instead 
of using a V-bottomed bin or build- 
ing special forms or brackets Mr. 
Allen simply slants the first stick at 
the right side of the bin “northeast” 
—if you know what we mean. Care 
is required to get the first tier in 
right, after which the sticks go into 
place almost without guidance. 

Gravity pressure holds them rig- 

idly where they belong. This saves 

plenty of wastage during the hot 
season. 
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to the management is proved by the fact 
that in many firms they have become 
standard practice. 

An outstanding example of this kind 
of meeting is the annual gathering of 
yard managers of the Wilbur Lumber 
Co., West Allis, Wis. Several of these 
meetings have been reported in detail in 
the AMERICAN LUMBERMAN. They are 
two-day sessions of the entire adminis- 
trative and management personnel of the 
company’s retail, wholesale and manufac- 
turing operations. The entire program 
is constructive and inspirational. Certain 
products and methods of selling them are 
explained in detail. Demonstration sales 
are conducted. Credit policies are dis- 
cussed freely. Improved service to cus- 
tomers is stressed from beginning to end 
of the meeting. The entire expense of 
travel, housing and meals is borne by the 
company. These meetings pay cash divi- 
dends in better selling and increased 
sales, and there is a high degree of com- 
pany loyalty which must in part be cred- 
ited to the opportunity these managers 
have to meet each other and the admin- 
istrative members of the company, and 
live with them, plan with them and work 
with them for two days every year. 

Recently, the Acme Lumber Co., with 
more than twenty retail yards in Texas, 
Oklahoma, New Mexico, Illinois and In- 
diana, inaugurated what is called the 
Acme Roundup. The Roundup includes 
the employees of eight yards in west 
Texas, and instead of calling the em- 
ployees of these eight yards to a central 
meeting place for a one-day session, a 
motorcade is formed, and all of the em- 
ployees of the eight yards visited each 
yard, finishing in one of the towns at 
night for a banquet. 

Referring to the Roundup, George E. 
Bates, district manager of the company, 
said, “The employees of the company 
from the eight yards in this section met 
in Hobbs early in the morning, and were 
conducted in a tour of each of the yards. 

“The trip was designed to create good 
fellowship among our employees, and to 
acquaint them with the general problems 
met by all of the yards. We pointed out 
the good features of each yard with the 
idea of helping to work out improve- 
ments for each of them. It gives our men 
a good chance to compare service ren- 
dered by the various yards, and gives us 
a chance to pep them up in their deal- 
ings with their customers.” 
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Model Home and Model 
Garage Built in Lumber Yard 


Erection of a small model home and a 
model garage in front of its yard has at- 
tracted considerable attention to the Fil- 
more Lumber Co., East Detroit, Mich. 
The display, located on heavily traveled 
Gratiot highway, is held open for public 


a Shr Ss oe = 


Model Home and Garage with Signs Inviting Inspection Attract Attention 


inspection, and is used as a demonstra- 
tion by salesmen. 

The model garage is of the two-stall 
type, and is equipped with both an over- 
head door and swinging doors. An in- 
vitation painted on the doors invites 
prospects to try their operation. Several 
varieties of roofing, in paneled sections, 
are applied to the garage roof. 

The model house is of the budget type, 
designed to reach the low-cost buyer. 
The lumber company advertises it will 
duplicate the house, the garage, or both, 
on any location, and will handle contract- 
ing for its erection. Like the model ga- 
rage, the house contains several varieties 
of different materials, such as windows, 
doors and insulation. 

The two displays were erected this 
spring and are being landscaped, for ef- 
fective presentation. A high wood picket 
fence, painted white, serves as_back- 
ground from the lumber yard itself. To 
interest passing motorists, large signs 
calling attention to the display have been 
erected. 





Pushing Cash-and-Carry Selling 
with Seasonal Tie-in Is Effective 


To stimulate the sale of fast moving 
items that have a seasonal sales appeal, 
the Lake Lumber Company of Newark, 
Ohio, features the cash-and-carry plan 
to move these items. These are usually 
displayed in the middle of the display 
room where the customer can see them 
upon walking into the store from either 
of two entrances. 

Several rules have been used in deter- 
mining the type of item that will be used 
as a “special.” Since it’s cash-and-carry, 
the item must be small enough to be 
transported in an ordinary car. And 
since it’s a cash sale, the purchase price 
can’t be too high. Incidentally, it must 
be an item that will not require outside 
labor to install. 

With these as the guiding principles, 
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there is always the opportunity to do a 
job of related selling and increase the to- 
tal volume of the final sale. For example, 
this spring storm doors and screen doors 
were built into an island on the middle 
of the floor and each was offered at a 
bargain cash-and-carry price, but neither 
was painted. Of course there was the 
obvious answer that either would have to 


i 


be refinished if it were not a color to 
match that of the house, but by drawing 
the customer over to the paint depart- 
ment, it is possible not only to sell him 
paint for the door or screen, but also to 
interest him in other timely paint jobs 
through suggestive displays. Or from 


paint the customer may become inter- 
ested in hardware or some other depart- 
ment. 

Thus, the dealer is not only able to 
sell the original item that he had on dis- 
play, but by a skillful arrangement of 





items that are related to the original 
sale, can increase the amount of the 
transaction with the customer. 





Business 10-15 Percent Above 
1939 in Four States 


Lumber and building material dealers 
in the States of Minnesota, Iowa and the 
two Dakotas are enjoying a fairly active 
business this year, running on the aver- 
age 10 to 15 percent above 1939. The 
cool spring is believed to have retarded 
building somewhat. By disregarding war 
hysteria and fluctuating markets and giv- 
ing close attention to business, the 
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majority of retailers are having quite a 
satisfactory year. 

Prospects for good crops in most of 
the four-State area raise hopes among 
the dealers for continued activity during 
the rest of 1940. It is believed that con- 
siderable farm construction may develop 
this fall. 





Scoutmaster Dealer Teaches 
Boys to Use Hands 


G. W. Dye has an active interest in 
Kentland (Ind.) Lumber & Coal, Inc., 
with which he dovetails an outside inter- 
est in Boy Scouting. As Scoutmaster of 
a troop, Mr. Dye is a real influence on 
the boys and is able to capably advise 
them in their woodworking tests. 

This spring Mr. Dye directed his boys 
in building a brooder for pheasants, en- 
abling them to earn merit badges in con- 
servation, carpentry, and painting. The 
birds are one day old when placed in a 
brooder by the State game preserve. The 
house constructed by the Kentland 
Scouts sheltered 200 pheasants for about 
two weeks at the end of which time they 
were allowed out in connected 6x12-feet 
wire runways for eight weeks. They will 
then be taken into the country by the 
Scouts and turned loose on their own. 
All of the care of the pheasants is en- 
trusted to the Scouts by the game 
preserve. 

The brooder is 5x6 feet and is di- 


Scoutmaster G. W. 
Dye could only round 
up two of his Boy 
Scouts and a mem- 
ber of the Cub pack 
for a picture with 
the troop-built pheas- 
ant brooder. On top 
is Cub Ronald Walk- 
up, while next stands 
Bob Paris, Harold 
Walkup and Mr. Dye 


vided inside by a partition. Its walls and 
floor are covered with half-inch insula- 
tion board. Roll roofing covers the struc- 
ture’s top. On the front of the brooder 
is a 2x5-foot porch made of poultry wire 
which affords the young birds their first 
outside air. The runways open off the 
porch. 

Another project of Mr. Dye’s troop 
this spring was the setting out of 100 
shade trees for residents of the town. The 
Chinese elms, hard maples, weeping wil- 
lows, poplars and other trees were 
bought at a nursery, and a “set-out” 
price quoted in sales talks. The money 
cleared went into the troop’s fund to send 
the boys to summer camp in Michigan. 
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Display Aids Selection 


RIVERHEAD, N. Y., July 23.—In plan- 
ning its new and up-to-date showroom, 
recently opened, the T. & S. Lumber and 
Supply Co., here, arranged to maintain 
a complete display of items of building 
materials and accessories for the con- 
venience of prospective home builders in 
making their selections. Besides this, 
the officials and employes of the com- 
pany invite prospective builders to con- 
fer with them for the advice which they 
are qualified to give. 





Becomes Executive Secretary 
of National Retailers 


WasHincton, D. C., July 23.—Ap- 
pointment of H. R. (“Cotton”) Northup, 
a well known figure in the lumber indus- 
try, as successor to the late Frank Carna- 
han as executive secretary of the Na- 
tional Retail Lumber Dealers’ Associa- 
tion was announced here today by Roger 
Finkbine, national president of the deal- 
ers’ group. 

On Aug. 1, Mr. Northup will re- 
linquish his post as assistant secretary of 
the National Lumber Manufacturers’ As- 
sociation, a post he had held since 1935, 
to assume his new duties. 

Born in Washington, D. C., on Sept. 
18, 1895, the newly appointed secretary 
of the NRLDA was educated in the pub- 
lic schools of the nation’s capital, and re- 
ceived his A.B. degree at George Wash- 
ington University here. Upon gradua- 
tion from college, he entered the real es- 
tate business, but at the outbreak of the 
World War he enlisted as a second lieu- 
tenant in the 110th Field Artillery of the 
29th Division. 

Mr. Northup joined the trade promo- 
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tion staff of the National Lumber Manu- 
facturers’ Association in 1927, and was 
assistant to the trade extension manager 
until 1935, when he resigned to become 
affiliated with the firm of Pask & Wal- 
bridge, in New York, engaged in the 
buying and selling of FHA insured mort- 
gages. 

He returned to the NLMA in 1936 as 
manager of the San Francisco office, and 
three months later was back in Washing- 
ton as assistant secretary of the associa- 
tion. A prominent figure in the promo- 
tion of the National Small Homes 
Demonstration, sponsored jointly by the 
NLRDA and the NLMA, Mr. Northup 
acted as its secretary for several years. 
At present he is secretary of the National 
Homes Foundation, a movement to stim- 
ulate low-cost housing in rural and semi- 
rural areas in collaboration with various 
Government agencies. In addition to 
these duties, he has acted as secretary of 
American Forest Products Industries 
(Inc.), an activity of the NLMA for the 
past four years. 

Well acquainted with the Washington 
scene, Northup worked closely with 
Frank Carnahan and other building in- 
dustry leaders in the drafting of the 
original FHA legislation, and has been 
active in legislative matters affecting the 
lumber industry. 





Novel Wood Shingle Display 
Helps Sales 


Just inside the driveway of the Wone- 
woc Lumber Co., Wonewoc, Wis., and 
in front of the scale window, is a very 
attractive display of red cedar shingles. 
A full bundle of the shingles with the 
iabel plainly visible, is mounted on a low 





Customers entering the office building of the Temple Lumber Co., Commerce, Tex., are 
impressed with its good looks 
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rack. V. F. Mueller, the manager of the 
yard, knowing that displays to be most 
effective should be at eye level, raised 
the rack so as to put the bundle of 
shingles at that level, by obtaining a sec- 
tion of log about eighteen inches high on 
which to place the rack. The display now 





Shingle Display in Country Yard 


stands out prominently, gets the desired 
attention, and has proved to be a real 
sales help. 





Customers Impressed by Yard's 
Remodeling Results 


CoMMERCE, TEx., July 22.— The 
opening of the newly remodeled and 
modernized Temple Lumber Co. recently 
attracted a large number of visitors to 
the yard and offices. The inspection of 
the improved buildings and materials in 
the yard continued from 8 a. m. to 9 p. m. 
Manufacturers’ samples and _ literature 
about building materials were given out. 

The office space and sales room of the 
company were increased, and new floor- 
ing, walls and ceilings put in. Indirect 
lighting and modern fixtures were used 
to further dress up the quarters. The 
accompanying photograph gives an idea 
of the pleasantness which a customer 
encounters upon walking into the office 
building. The counter with its three re- 
cessed cabinets is a distinctive feature of 
the showroom. A plank insulation board 
in two colors was applied to the walls of 
the office-sales room. 

Hugh Thomas, manager, came to the 
local yard over a year ago, and is active 
in the town. The yard was purchased by 
the Temple Lumber Co. about three 
years ago. A full line of materials is 
stocked, and assistance is given in the 
planning and financing of new homes or 
remodeling of existing ones. 
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Front and partial side view 
of Home Lumber & Fuel 
Co., Elkhorn, Wis. At left 
of driveway is office contain- 
ing new paint display. At 
right of driveway is new 
private office of the presi- 
dent, Clarence K. Arp 


New Paint Display Boosts Sales 


Employees Respond Enthusiastically to New Selling Tools 


The main thing necessary to selling paint in a lumber yard 
is for the lumber dealer to realize that lumber must be protected 
and decorated with paint, and that he gets the first chance to 
prescribe and sell that protection and decoration. It is to his in- 
terest to see to it that the right paint is used for the right lum- 
ber. If he fails in that interest he defeats his primary function 
as a lumber dealer. Convinced that he must know and sell 
paint with his lumber, the next thing he must do is get his em- 
ployees paint minded. 

The foregoing is in brief the attitude of Clarence K. Arp, 
president of the Home Lumber and Fuel Co., Elkhorn, Wis., 
toward the need for a retail lumber dealer being a good 
paint merchandiser. 

“T became paint minded in 1932,” said Mr. Arp, “because I 
realized that selling good lumber is only part of the full mer- 
chandising process that should be directed toward customer sat- 
isfaction. The rest of the process is seeing to it that the lumber 
is protected. 


ADOPTS PAINT MERCHANDISING POLICY 


“At that time I took a trip through several States to see how 
many dealers were handling paint and how they were doing it. 
A few calls confirmed every theory I had, and I decided to take 
on paint, keep the inventory down, and work for fast turnover. 

“After a few months I found that about eighty percent of my 
sales were to consumers, and only twenty percent to master 
painters. I figured that I needed the master painter business so 
I changed the line. The new line got the master painter busi- 
ness for me, but my consumer sales began to slip. I was getting 
no merchandising helps from my paint manufacturer. To-day, 
the small dealer has to have active assistance from the manufac- 
turer in the form of good, sound merchandising helps. 

“To get that necessary help, we changed our line recently. 
The company whose line we took on impressed us with their 
aggressiveness, their ideas and helps in arranging merchandis- 
ing display, and their merchandising programs. 

“You would be surprised at how our paint sales have in- 
creased in the three or four weeks we have been displaying the 





This open face counter, directly in line with the entrance, is 
used as additional paint display space. The space behind is 
occupied by the bookkeeper and the salesmen. Walls and ceil- 
ing were re-finished with attractive insulation paneling and tile 


new line and using the merchandising ideas the manufacturer 
makes available to us.” 

When Mr. Arp decided to take on the new line the manu- 
facturer designed a new layout for the entire office and display 
space. The layout was based on providing an attractive back- 
ground for an attention compelling display of paint. Every fea- 
ture of the layout appealed to Mr. Arp, and it was put into effect 
just as it was presented. No exterior changes were necessary, 
and only minor alterations were undertaken inside. Interior 
changes chiefly involved re-finishing walls, ceiling and floor of 
the display room, and remodeling the room at the right of the 
driveway. This room had been used as an auxiliary display 
room, and had not been very effective. It was changed into an 
office for Mr. Arp, an office in which he could carry on his pack- 
age selling operations without interference when he was talking 
to home building prospects. 


PAINT DISPLAY IS COMPLETE 


Most of the display stock of paint occupies a space something 
more than twenty feet long on the right hand wall of the general 
office. Additional stock is carried in an open-front counter over 
which customer transactions are carried on. 

At the left of the shelf display along the wall is a recess con- 
taining a small easel. The easel, equipped with electric lighting, 
is divided into two compartments. Into these can be inserted 
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cutouts of competely furnished living rooms, dining rooms, bed 
rooms, kitchens and baths. Behind each cutout can be inserted 
cards with various wall and ceiling color combinations. Thus, 
the customer can be shown how numerous color combinations 
will actually look when applied to the walls and ceilings of his 
own home. 

In the middle of the display is another electric lighted recess 





Mr. Arp seated in specially designed office at right of drive- 

way. Tiled and paneled ceiling and walls, Venetian blinds and 

an air conditioning system, make the office attractive and 

comfortable. Home building prospects are at ease in these 
surroundings 





in which are mounted ten miniature house fronts. Each one 
consists of three pieces—a wall, a window and a roof. A differ- 
ent color is used for all ten roofs, walls and windows. Pieces 
are all interchangeable. Thus, an almost unlimited number of 
three-color combinations can be shown to the customer who is 
being sold an exterior paint job for his home. 

Walter Harding, the store manager, said, “This display makes 
it easy for us to talk paint. We are proud of the display, even 
to such details as the attractive labels on the cans. Feeling the 
way we do about it, and having every selling tool we need 
right at hand on the display rack, makes selling the paint both 
pleasant and easy. 

“We began by advertising the new line in the local news- 





papers. Then, we employed a girl to make a canvass of the 
city. She was not expected to sell paint. All she did was ex- 
plain briefly what we have, find out if the person she was call- 
ing on intended to do any painting in the near future, and turn 
in a report. We got a big prospect file from that canvass, many 
of the people she called on have come here to see our display, 
and our sales have really jumped.” 


HOMES SOLD ON PACKAGE BASIS 


This company has for some time been engaged in package 
selling, including the preparation of plans. Sales emphasis is 
directed toward young couples. Plans are prepared only where 
the homes are too small to interest an architect. Any job worth 
while to an architect is referred to one. Contractors often bring 
in prospects, and these transactions are handled in absolute con- 
fidence. The contractor is protected. Contractors are never 
asked to bid against each other for a job. The company, through 
its experience, knows pretty well what building costs are, and 
contract prices are kept at a level where everyone can make a 
fair profit with adequate protection for the customer’s interest. 

“We are particularly careful,” said Mr. Arp, “with the design 
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of heating plants for the houses we plan. Every plan shows just 
what the heat loss is, and what the heating plant should be. We 
control that by selling automatic stokers. We average 60 to 70 
stoker sales a year here. That is a good volume, and we get it 
because we will not sell a job unless we are sure it will give 
perfect satisfaction. People know that, and it is the key to our 
success in stoker sales.” 


SERVICE TO LAKE COTTAGE OWNERS 


Elkhorn is in the heart of a lake resort region, and the Home 
Lumber & Fuel Co. long ago established itself as headquarters 
for summer resort builders and owners on neighboring lakes, 
by rendering a complete building service, and an auxiliary 
service that pays good dividends. 

In the spring, lake cottage owners make numerous week-end 





New shelf display of paint and brushes at right of entrance. 

Easel with colored slides is at left. In center are interchange- 

able wall, window and roof sections permitting assembly of 

many color combinations for house exteriors. Display is lighted 
at night 





trips from Chicago, Milwaukee and other cities to get their 
places in shape for summer use. Many stop at the Home Lum- 
ber & Fuel Co., and take a salesman out with them. Usually 
the salesman is shown what improvement or repair the owner 
has in mind, and is told to go ahead and have it taken care of. 
Most of the cottage owners have occasion to have equipment 
of various kinds shipped up to the lakes for summer use. Most 
of these shipments are apt to arrive in the middle of the week, 
when no one is at the cottage. To assure safe keeping until the 
owner arrives for the next week-end, many of the shipments 
are sent to the Home Lumber & Fuel Co. Thus, it offers a 
valuable service as a receiving center, and often a delivery 
medium to the lake. Parcels shipped in care of the lumber 
company are either picked up by the purchasers or sent to their 
cottages in the trucks of the lumber company. 

Farm trade is an important item in the sales volume. 

“We took on a young fellow with farm experience a few 
years ago,” said Mr. Arp. “He took well with the farmers 
right from the start. When we employed him we took on a con- 
centrate line, and sent our young man to the factory to learn all 
about it. He has done very well with the line, and pays his way 
with it. He has a greater value than that, however. His ability 
to get really acquainted with the farmers, earns him their con- 
fidence, and he has complete information about every farm in 
the vicinity and its lumber and building material needs. He sells 
nothing but the concentrate, but the leads he gives our farm 
material salesman are worth just as much to us as the sales he 
makes himself.” 





Front of the yard of Cowser & Co., 
at Dallas, Tex. 





Here is a retail lumber~yard that has 
five telephone lines, all on the same num- 
ber, with reserve arrangements for addi- 
tional lines to be put in as they are 
needed. In the extensive company ad- 
vertising, the use of the ‘phone is always 
suggested. 

It is the Wiener Lumber Co., of Dallas, 
Tex. You may recall that some weeks 
ago this journal reprinted a little jingle 
used by this company in its advertising, 
for the purpose of letting the public know 
that the name Wiener is pronounced to 
rime with “keener.” Advertising and 
telephone service are important tools in 
the company’s sales promotion ; and these 
factors are carefully fitted into the struc- 
ture of its general policies. 


TELEPHONE MAKES AND 
CULTIVATES CONTACTS 


The telephone service has a number of 
purposes. Like a grocery store, the com- 
pany makes a good many immediate sales 
by ‘phone. But that is only the be- 
ginning. While the yard has been oper- 
ated under its present management for 
some years, the Wieners, father and son, 
hold that there is never an end to adver- 
tising; that, no matter how well known 
a company may appear to be, there are 
always potential customers who don’t 
know about it. So the telephone is used 
definitely to make and to cultivate con- 








tacts. There is something highly per- 
sonal about a telephone conversation ; 
much more personal than printed adver- 
tising can be. A call to the office is an 
opportunity to make a new friend who 
may with cultivation become an impor- 
tant customer, 

The staff of course is schooled in tele- 
phone technique. There would be little 
point in the multiple lines and the urge 
through newspaper advertising to use the 
‘phone unless the call when made is 
handled with skill. There’s nothing 
especially formal about this training; just 
common sense and common courtesy. 
Every call is answered promptly and in- 


This bird's-eye view 
gives an idea of the 
size of the Cowser 
plant, which covers 
eleven acres 


telligently. Every member of the staff 
knows the answers. Information is given 
in a friendly way, always to the point 
but never with a crisp abruptness as 
though the office operator were trying to 
get the caller off the line. The caller is 
a guest. If he is a stranger to the office, 
there are deft ways of getting informa- 
tional leads; and leads that have any 
promise at all are followed up. 


PROMINENT MANUFACTURER 
AND RETAILER ALSO 


This is comparatively a new yard, 
although the owners are widely known in 
the lumber world. We would guess that 
you know Eli Wiener, either personally 
or through the news columns of this 
journal ; but it is probable that you think 
of him as a manufacturer of southern 
pine, connected with the Angelina County 
Lumber Co. and prominent in the affairs 
of the Southern Pine Association. Well, 
he is that; but he is also a retailer. 
While this is the only retail company 





Yard-built stacking crane is used by 
Cowser & Co. 
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RETAILER 


bearing his name, he is interested in some 
forty other retail yards. He purchased 
this yard at Dallas several years ago, and 
his son, Samuel Wiener, is active in its 
management. 

“T don’t want to work much,” Mr. 
Wiener said with a smile; a statement, 
however, that no one who knows him 
will take seriously. ‘But this is a place 
where I can have an office, and I have 
some ideas I’ve gathered in my retailing 
experience that I think can be used in a 
city like Dallas. 

“When we took over this yard, I knew 
the Dallas lumbermen, and they knew 
me as a manufacturer; but I didn’t know 





the retail lumber customers of the city, 


and they didn’t know me. So we had to 
get acquainted. There’s never such a 
thing as knowing all the customers, so 
there’s no end to the business of adver- 
tising. When we got this yard, it was 
stocked with all kinds of lumber; much 
of it of a kind and quality that didn’t fit 
into our plans. So our first business was 
to get rid of that stock and to re-stock 
with trade marked, kiln dried lumber. 
That’s the only kind we handle. Ours 
is the quality home-building field; and 
as I see it only quality lumber can be sold 
safely or honestly for that purpose. I 
never could see the possibility of handling 
high-grade and low-grade lumber to- 
gether, at least in a field like ours. The 
two kinds will work against each other, 
and each will destroy the other’s market. 


RETAILER MUST HAVE THE WILL TO 
MAINTAIN HIGH STANDARDS 


“T’ve known lumber manufacture for 
a long time. At a recent meeting of the 
Southern Pine Association I was given 
one of the silver desk tokens, indicating 
that I had been with the association from 
its founding, twenty-five years ago. Mrs. 
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Dallas Yard 
Puts Quality to 
Front in Ads 


and Personal 
Salesmanship 


Wiener was given one, too; the only one 
given to a lady. There are four factors 
in good lumber, as it comes from the 
mill; good trees, good equipment, good 
grading and a desire on the part of the 
manufacturer to ship good lumber. All 
these factors are important, and the last 
is not the least so. This desire to handle 
good lumber is equally important in re- 
tailing. It’s virtually impossible to make 
and enforce enough rules and regulations 
to compel a dealer to handle and deliver 
good stock if he doesn’t have the will to 
do it. But a retailer who wants to handle 
good lumber and to build his service on 
it can always know which manufacturers 
do ship that kind of stock. Good manu- 
facture, which includes scientific kiln 
drying, is necessary in good house con- 
struction, at least in this climate. It gets 
warm here in summers, and air dried 
softwoods are seldom satisfactory. 


EASIER TO LEARN ADVERTISING THAN 
TEACH LUMBER TO AN AD MAN 


“We had the good stock and the will 
to build our sales on that foundation, but 
we had to get these things known to 
Dallas customers. This meant advertis- 
ing. My son, Samuel, undertook to pre- 
pare this advertising, but after six months 
or so he became dissatisfied with his own 
work, and decided we should have some 
professional help. So we employed an 
advertising agency. This we found did 
not suit us very well, for, while the ad- 
vertising men knew the ways of general 
publicity, they knew very little about 
lumber or construction or the things 
which interest a family that is thinking 
about building a house. So Samuel de- 
cided it would be better and easier for us 
to learn the methods of advertising than 
to teach the facts of the retail lumber in- 
dustry to an advertising man. 


ADVERTISING BENEFITS ARE 
OFTEN INDIRECT 


“We always use a space big enough 
to attract attention. A small space has 
little pulling power; and, if the advertis- 
ing appropriation isn’t large, it’s better to 
run fewer ads and to make each one of 
them count. 





View of an alley in Lingo Lumber Co. 
yard at Dallas, Tex. 





“Advertising is usually indirect in its 
effect. It makes sales that can’t be 
traced back to the display. However, it 
happens now and then that we can trace 
the connection. We ran a large adver- 
tisement in a Dallas Sunday paper some 
time ago; and the next morning a man 
came in, mentioned this display and said 
he wanted to build a house. He did so. 
And we were able to trace twelve other 
houses back to this one advertisement. 

“There’s still another indirect value 
gained from newspaper advertising. If 
newspapers are friendly, they can do you 
many incidental services ; and this is true 
of lumber retailing as an industry, as well 
as of individual yards. In this connec- 
tion I think of the old controversy of 
some years ago about wooden railroad 
cars. Newspapers at that time were 
friendly to steel cars, perhaps because of 
the fact that steel men advertised. In 
my opinion wooden cars, correctly built, 
were as safe as steel. But every wreck in 
those days got played up in the papers 
as the result of wooden cars. The news- 
papers were largely instrumental in driv- 
ing the wooden coaches off the rails. 
Now when a wreck occurs it’s just a 
wreck, so far as newspaper stories indi- 
cate; nothing at all about steel cars. 
Whatever you may think about these 
things, the fact remains that newspapers 
can and do wield much indirect power 
in business; and it’s wise to have them 
friendly to the industry. 

“There's an important field for retail 





ELI WIENER (left) and his 
son SAMUEL WIENER, 
of Dallas, Tex. 


W. M. LINGO and J.D. » 5) 
SHEPPARD, of Lingo # 
Lumber Co., Dallas, Tex. 
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advertising from the point of view of the 
customer as well as of the yard. Most 
people build but once. They know almost 
nothing about the business. It’s about 
as complicated as anything they ever 
undertake in the business world. We 
can’t tell them every detail they need to 
know, but we can tell them some things 
that will save them disappointment. For 
example, the difference in cost between 
No 1 and No. 2 framing in an ordinary 
house can’t exceed about $150. The cus- 
tomer doesn’t realize the wide spread in 
quality between these grades. If a cus- 
tomer decides to save money at this point, 
and then finds within three or four years 
that he must begin expensive and unsatis- 
factory repairs, he loses money and at 
best has a disappointing house. 


GET TO CUSTOMER FIRST TO 
SELL HIM IDEA OF QUALITY 


“This yard does no contracting, but 
we do get to the customer first, whenever 
we can, and sell him on the idea of the 
low additional cost of good quality. We 
get him an architect and a builder, but 
we don’t want to run the risk of a con- 
tractor’s seeing him first and caving in 
on the subject of quality. Contractors, 
even the best of them, are obsessed with 
low cost measured in dollars. Perhaps 
that’s natural. If the average customer 
is given nothing else to think about, he’ll 
buy where he can save a few dollars, 
and that means that the contractor mak- 

(Continued on Page 37) 
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Packaged Farm 
Buildings Form 
Basis for Prosper- 
ous Lumber Yard 


[Continued from Front Page] 


New Knoxville, Ohio, is a town of about 600 people located 
in the western part of the State, in a region that is largely rural 
in population. Nearby there are no cities and most of the 
towns are small. But in New Knoxville there is a firm headed 
by a father and four sons that has been able to build up a sub- 
stantial business and show an increase in sales continuously, 
with the exception of 1932, and even during that year sales 
decreased only 15 percent. This record is the result of a care- 
ful analysis of their territory, sustained and intelligent adver- 
tising, and finally, a knowledge of the people among whom 
they live and work. 


Hoge Lumber Company, the firm which has hung up this 
unusual record of rural building, was started in 1904 by H. H. 
Hoge, who is now president of the company. 


Active with 





Owner is well satisfied with this hatchery building and feed store; 
it has end-matched drop siding and 34-inch insulation 


him in the business are his four sons: A. F. Hoge, who is sec- 
retary and generally in charge of the business end, G. A. Hoge, 
the second eldest son who is in charge of the plant, J. W. Hoge, 
the third son who is a graduate architect and in charge of de- 
signing, drafting, estimating, etc., for the larger jobs, and the 
youngest son, O. H. Hoge, who has also been schooled in the 
business and handles retail sales. 


How does the Hoge Lumber Company manage to hold and 
increase its business to maintain the record that it has 
achieved? Largely through an established reputation that has 
been built up over a period of years; their business is highly 
personalized and they have a reputation for quality materials, 
and where needed, excellent supervision of construction. They 
are equipped and able to take a job through from beginning 
to end: furnish materials, design and estimate, supervise con- 
struction and help obtain the necessary financing. It’s a one 
stop service at the Hoge Lumber Company. 

According to A. F. Hoge, the majority of the business—in 
fact, practically all of it—is from farmers within the vicinity 
of their yard. Generally speaking, business from farmers who 
are too far away is not solicited because of transportation diffi- 
culties, and because it is harder to supervise building. Hoge 
Lumber Company point with pride to the quality of their fin- 
ished bildings, and one reason for their reputation is that— 
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This barn was pre-fabricated to as great an extent as possible at 
yard of Hoge Lumber Co., and in the job of erection there was 
extensive use made of electric tools 


as well as quality materials—they use qualified workmen and 
assume supervision of the job during construction. 

This firm prefers the rural market because they feel that it 
is more stable than other markets in their locality. This fact 
is well borne out by the statement previously made that they 
have shown a sales increase every year, except 1932 when sales 
were off 15 percent. In connection with the question of sales, 
there is always the problem of credit. When the AMERICAN 
LUMBERMAN representative inquired about this, he was told 
by Mr. Hoge that from their type of customer credit losses on 
charge accounts had been less than one-half of one percent. 

One kind of merchandising that has brought them a nice 
volume of business is featuring specials for small buildings on 
the farm. If, for example, they wish to feature garage and 
tractor sheds, drawings of completed garage and tractor sheds 
are made on a mimeograph stencil sheet accompanied by a 
message which reads in part: 

“A good garage is a necessity. It adds so much to cleanli- 
ness, safety and convenience. A garage is part of the home. 
It should look neat and be practical, too. 

“We show sketches below, of one 12 by 20 it., the other 20 
by 24 ft. in size. We offer 12 inch boards to make the concrete 
forms, all the frame lumber, roofing, lath, shingles, clear siding, 
cornice, hardware and a roll top overhead door, with white 
paint to cover two coats for $153.25. Complete plans and ma- 
terial list, showing the intended use, go with each delivery. 

“The 20 by 24 ft. garage below, is ideal for two cars, or a 
car and tractor, and permits that work bench needed on the 
farm.” 

Another circular featuring corn cribs stated: “Take the 14 by 
30 ft. corn crib for instance. 1440 bushel capacity. If it is 





This 20x30-foot hen house, with insulated ceiling, was built in fall 
of 1939 to a special design 
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used 25 years you will have stored 36,000 bushels. At the rate 
of one cent per bushel, this would be $360. Cost of materials 
in the building is $251.50, sales tax $7.55, or a total of $259.05, 
leaving you $100.95 for building labor and foundation material. 
If your present crib space is inadequate, you really can’t afford 
to be without it. 

“The crib is planned so that it’s easily built and we furnish 
complete building instructions with every delivery.” 

The hog house illustrated on front page is one of about six 
hundred that have been built by Hoge Lumber Company in 
the last several years. This is the result of circularizing the 
vicinity. Another circular features brooder houses and states: 
“A new type brooder house—you’ll want to see it. This type 
of building has the approval of hatchery men. The above 
brooder house can be furnished in various ways. With single 
or double floor, lined with insulation board, with special ventila- 
tor, ete. Chicks cannot ‘pick’ the insulation board. We can 
arrange having it built at your place, if you wish.” 

Smaller buildings are usually sold on this package basis, and 
sold so that there will be very little waste on the job because 
the bill of material has been closely worked out and the instruc- 
tions—if the farmer chooses to build himself—are very com- 
plete. Larger buildings are designed at the office, and if pos- 
sible, are prefabricated almost completely at the yard before 
they are taken to be assembled. On the job, an extensive use 
of portable electric tools is made. 

The barn and silo shown in illustration on front page are 
one of Hoge Lumber Company’s recent jobs which was built 
during the Winter and Spring of 1939. At the time the pic- 
ture was taken, the fence around the cattle yard was being 
built and had not yet been painted. Incidentally, the silo, 
which was part of the job, is build of one-piece staves, 34 feet 
long. 

Hen house on page 36 is of special design and proves 
the benefits of modern insulation as does the hatchery and feed 
store. The owner of this store, Charles Long, of R. R. Lima, 
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Ohio reports that he is well pleased with the fuel savings and 
with the even temperatures that he is able to maintain. 

Thus, by using quality materials, by furnishing every serv- 
ice that is a service, by efficient merchandising, and lastly, by 
having the confidence of the farmers whom they sell to, this 
father and four sons have established a firm and _ lasting 
business in their small town. 





Large Volume Moves from British Columbia 
by Water to United Kingdom 


.MontTREAL, Que., July 20.—Lumber exports from British Columbia 
to the United Kingdom will probably create an all-time record high 
during July, August and September, said C. H. Grinnel, manager Sea- 
board Lumber Sales Co., Vancouver, export house handling a major 
part of British Columbia’s lumber exports. Beginning next month, all 
lumber sent to Britain from British Columbia will travel by water, the 
policy of rail shipment across the Dominion for transshipment on the 
east coast being abandoned. At present, 80 percent of shipments to the 
United Kingdom go by the all-water route, and 20 percent by rail to 
Atlantic ports for transshipment. 

Activity in B. C. mills, all booming, is not altogether the result of 
war requirements from abroad, according to J. G. Robson, president of 
the British Columbia Manufacturers’ Association. “A very substantial 
part of the demand is domestic, and from export markets other than 
the United Kingdom,” he said. “Ships are now coming in substantial 
numbers.” 

The pit prop industry of eastern Canada is unable to meet the heavy 
demands made on it by the British authorities. A scarcity of labor, 
partly owing to enlistments in the army, is said to be interfering with 
increasing the output. Greatly increased demand results from larger 
needs for coal for extensive steel production. 








REALM OF THE RETAILER 


(Continued from page 35) 


ing the higher bid loses the job. We 
want to give the customer important 
things to think about, things that are 
important to him as well as to us. There 
are frame-construction houses in Dallas 
that have been standing thirty years or 
more and have never needed basic re- 
pairs. There are others no more than 
five years old that have lost most of their 
value because they were poorly built. We 
want our advertising to make sales for 
us; houses that will keep their value. So 
we use newspapers and the telephone to 
get to the customer with our story of 
quality building.” 


COMPETITIVE RETAIL ADVERTISING 
MAKES PUBLIC "BUILDING MINDED" 


Samuel Wiener talked with this de- 
partment briefly, between telephone calls, 
about newspaper advertising in city 
papers. This advertising, he says, always 
has to compete for attention. “Men read 
hurriedly, before getting away to the of- 
fice; so the advertisements must catch 
the eye, be easy to read, make about one 
point. They should of course be designed 
to touch upon those things in which pros- 
pective builders are interested; should, 
that is, be written from the point of view 


of the reader. It isn’t easy to make all 
the ads pointed and picturesque; but if 
a reasonable number are of that kind, the 
reading public will look for them and 
will read the ads that are informational 
but not humorous or loaded with punch.” 
Mr. Wiener thinks all retailers should 
advertise more, for the weight of this ad- 
vertising helps to make the public build- 
ing minded. It creates trade, does not 
necessarily take business away from some 
other dealer. 


OTHERS AMONG 46 YARDS 
IN THE CITY 


There are said to be forty-six yards in 
Dallas, so the department couldn't see 
many of them. We made a few calls in 
company with R. M. Williamson, vet- 
eran lumberman known everywhere in 
the Southwest as “Uncle Bob”; famous 
for his house-plan service. Uncle Bob 
has a new series of houses in the low- 
cost field; among others a ranch-type 
house, good anywhere but especially pop- 
ular in the Southwest. In new develop- 
ments, where the size of the lot can be 
determined, he recommends a lot 80 feet 
square or thereabouts; giving plenty of 
frontage and ample space front and rear 
for flowers and some vegetables. 

We called to see R. H. Buell, secretary, 


treasurer and manager of the Buell Lum- 
ber & Manufacturing Co. Mr. Buel is a 
second - generation lumberman, carrying 
on the traditions of this big yard. 

At the Lingo Lumber Co.’s plant we 
met W. M. Lingo and J. D. Sheppard, 
Mr. Lingo is a little afraid the FHA is 
fighting for volume, perhaps at the ex- 
pense of strict analysis and inspection. 
We called on C. W. Bartlett and H. D. 
Lindsey, Jr., at the Higginbotham-Bart- 
lett Co., and on Jacob M. Reichenstein, 
vice president of Cowser & Co. This big 
plant covers eleven acres and carries a 
huge stock; 42 species of hardwoods 
among others. It handles the general 
run of retail trade and also does whole- 
saling and big industrial jobs. 


W. L. Foxworth, of the Foxworth- 
Galbraith Lumber Co., says that the big 
increase in Texas building is chiefly in 
the larger cities, and that the ease of get- 
ting into the lumber business on a non- 
service basis is making serious competi- 
tion in the smaller places. Hugh B. 
Hawley of Lyon-Gray, made the same 
observation. He told of a yard that 
started on a fairly extensive basis with a 
capital of $3,000, and added that men 
who can get one or more mills to ship in 
a stock of lumber on consignment can 
start on just about nothing. 
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Small Home Construction Gains 


Government Plans Extensive Defense Housing 


Will Survey Housing Needs of 
Defense Workers 


New York, July 22.—The Twentieth Century 
Fund announces that it has started a special 
survey of housing to assist the National De- 
fense Commission in the problem of providing 
adequate living quarters for workers in war 
industries. 

The emergency survey represents an enlarge- 
ment of a general study of housing that has 
been in progress for more than a year, accord- 
ing to Evans Clark, director of the fund, who 
said it seeks to know what will be the housing 
needs of the many thousands of workers who 
will be drawn into our industrial defense pro- 
gram. 

Mr. Clark said the group would review what 
was done on this problem in the World War 
with a view to learning what measures were 
successful and what mistakes were made. An 
estimate of probable current needs and how to 
meet them will be sought, he declared. 

Miles L. Colean, who will direct the research 
work, said the guiding principle of the study 
is to try to find ways of meeting present needs 
that will cause a minimum amount of future 
readjustment when normal conditions are re- 
stored. He said he expected the survey to be 
completed in about six weeks. 

Dr. Henry E. Hoagland, professor of busi- 
ness finance at Ohio State University, is chair- 
man of the survey committee. The others are 
Mrs. Lillian M. Gilbreth, Dr. Frank P. Graham, 
Henry I. Harriman, Arthur C. Holden, John 
A. Lapp and Dr. William I. Myers. 





USHA Monthly Expenditures of 
$20,000,000 to Increase 


Wasuincton, D. C., July 22.—More than 
$20,000,000 a month now is flowing to private 
industry from local housing authorities whose 
slum clearance and national defense low-rent 
public housing projects are financed by the 
United States Housing Authority. These 
expenditures, which it is estimated will range 
up to move than $30,000,000 a month as the 
current national program is further accelerated 
by the demands for national defense housing, 
are largely for the purchase of building mate- 
rials and for the payment of wages to workmen 
on project sites. This important aid to private 
industry will increase sharply in volume, USHA 


Administrator Nathan Straus asserted, from 
month to month up to next January. During 
that period, 185 additional public housing 


projects financed with USHA loans are sched- 
uled to go into construction. 

As of July 1, 1940, the USHA had entered 
into loan contracts totaling $634,567,483 with 
171 local housing authorities for the construc- 
tion of 413 projects containing 145,646 dwelling 
units. The total of these loan contracts is 
within about $58,000,000 of the total fund that 
has been authorized by Congress, and the total 
of the dwelling units provided for is within 
14,000 of the estimated total number it will 
be possible to finance from the present USHA 
fund. A bill now pending in Congress would 
authorize additional funds for slum clearance 
and national defense housing sufficient to vir- 
tually double the current program. 

The average net construction cost of new 
homes contracted for by USHA in 19%9-40 is 
$2,772 per dwelling unit. This is about one- 
fifth less than the cost of current private resi- 
dential construction in the same cities or towns, 


as shown by figures published by the Bureau 
of Labor Statistics. The average over-all cost 
of new housing, including land, engineering 
fees, equipment and overhead, amounts to $4,431 
per dwelling unit. In some small towns the 
over-all cost is as low as $2,750 per dwelling 
unit. The average monthly shelter rental 
approved by the USHA for homes in the South 
is $10.02, and in the North, $15.20. The na- 
tion-wide average is $13.01. The estimated 
average income of families in southern projects 
is $629 per annum; in northern projects, $934. 
The nation-wide average is $805. 





Crowds Visit ‘House of Ideas'' 
Built of Redwood 


San Francisco, Ca.ir., July 22.—“‘Before 
the end of 1940, the ‘House of Ideas’ will 
probably be the most widely known house in 
America,” according to 
Kenneth Smith, execu- 
tive vice president of 
the California Redwood 
Association, in announc- 
ing opening of the model 
for public inspection at 
Rockefeller Center, New 
York. 

Jointly sponsored by 
the California Redwood 
Association and Colliers’ 
magazine, the ‘House 
of Ideas’ is built on the 
terrace of the Interna- 





The house built of red- 
wood in New York City 





tional Building, adjoin- 
ing the Rockefeller 
Home Center offices. 
It is constructed of 
natural finished  red- 
wood. This western 
wood furnished siding, 
terrace paving and gar- 
den fencing. 

Plans are being made 
for visitors at the rate 
of 200,000 per month 
as Fair-going crowds 
visit the display. 

Of particular interest 
to lumber dealers is the 
fact that little or no 
use of specially detailed 
materials has been made 
in the house. All are standard redwood yard 
items almost universally carried in stock. 

The estimated cost of reproducing the house 
in a suburban locality is $7,500. 





Fire Protection Association 
Leaflet Reprinted 


Boston, Mass., July 22.—The National Fire 
Protection Association, here, has reprinted a 
popular folder first issued in 1930, entitled, 
“Keep Your Home from Burning.” The new 
edition is for use in the campaign to educate 
householders in the fundamentals of fire safety. 

Used widely during Fire Prevention Week 
and at other times during the year, the total 
distribution of the leaflet in ten years has been 
865,000 copies. 


Biggest Home Building Year 
Since 1929 Indicated 


On its first six months’ record, this year of 
otherwise mixed construction trends is prov- 
ing to be the biggest home-building year since 
1929. Ina recent statement, F. W. Dodge Cor- 
poration, statisticians, reports that residential 
building contracts let during the first half of 
1940 in the 37 Eastern States amounted to 
$690,572,000. This was an increase of 7 per- 
cent over the first half of 1939 and was more 
than six times the dollar volume of residential 
contracts in the first half of 1933, lowest de- 
pression year. 

These overall dollar figures tell only a 
partial story of residential building progress. 
The number of single family houses included 
in the contract record increased from 74,315 
in the first 6 months of 1939 to 90,910 in the 
first 6 months of 1940, a 22 percent rise. Com- 





bined with increases in two family houses, 
combination buildings and converted units, and 
a decreased number of units in apartment build- 
ings, the figures for total new dwelling units 
were 141,811 this year, compared with 127,056 
in 1939. The greater percentage increase of 
dwelling units, as compared with dollar in- 
crease, is an obvious reflection of increased 
volume of low priced houses, and a measure 
of the progress which builders are making in 
developing the low priced market. Out of the 
$46,000,000 residential contract increase over 
last year’s six months’ record, $37,000,000 rep- 
resented the increase in private housing invest- 
ment and $9,000,000 the increases in public 
housing projects. 

The two most important classifications of 
private non-residential projects, commercial 
and manufacturing buildings, also showed sub- 
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stantial increase over the first half of 1939. 
The dollar volume of commercial building con- 
tracts, amounting to $142,396,000, increased 23 
percent; and manufacturing building contracts, 
amounting to $111,828,000, increased 47 per- 
cent. 

The combined half-year total of all private 
building contracts, $937,867,000, was nearly 13 
percent greater than the figure for the first 
half of 1939. However, the gain of $107,000,- 
000 was not sufficient to offset the $110,000,000 
decrease in public building contracts, leaving 
a net decrease of $3,000,000 in the building 
total, as compared with last year; this decline 
is only a small fraction of 1 percent. Gains 
over last year of more than 10 percent in total 
dollar volume of building contracts were made 
in the Southeastern States, Texas, and the 
Pittsburgh, Cincinnati, Detroit, and Chicago 
areas, while New England also gained by 4 
percent. Moderate declines in total building 
volume were recorded for the Cleveland, St. 
Louis, New Orleans and Kansas City terri- 
tories, and rather substantial declines in the 
New York City Metropolitan Area, Upstate 
New York and the Minneapolis Area. 

Accompanying the decline in publicly financed 
building projects there was also a 14 percent 
decline in dollar volume of heavy engineering 
contracts in the public works and utilities clas- 
sifications. Total construction contracts (in- 
cluding building plus heavy engineering work) 
awarded in the first half of this year, amounted 
to $1,623,087,000, compared with $1,699,364,000 
in the first half of 1939. The second half-year 
gets under way with the prospect of continued 
substantial volume of private construction and 
of considerable increases in public construction 
stimulated by the national defense program. 





B&L Shareholders Reap Reward 
of Systematic Saving 


During the first six months of the year ap- 
proximately $457,000,000 flowed from savings, 
building and loan associations back to the peo- 
ple who have been putting the money into these 


institutions, the United States Savings and 
Loan League estimates. While new money 


was being invested at the rate of about $2 for 
every $1 withdrawn, millions of shareholders 
were reaping the rewards of their thrift by 
having these funds to meet their emergencies, 
or as capital to take advantage of business op- 
portunities and to make down payments on 
homes. 

George W. West, Atlanta, Ga., president of 
the League, said that some $407,000,000 of the 
total which savings and investing members re- 
ceived from January through June represented 
money actually paid in, while about $40,000,000 
represented dividends paid the first of the year 
on savings and loan lump-sum investments. 
Some $10,000,000 is estimated to represent cash 
loans obtained on security of share accounts, 
which device is frequently used instead of with- 
drawal to prevent interruptions of systematic 
saving programs. 





June Construction Up 13 Per- 
cent in 37 States 


The construction industry continued to forge 
ahead in June at a high level of activity seem- 
ingly unaffected by developments in Europe. 
otal contracts awarded last month in the 37 
States east of the Rocky Mountains amounted 
to $324,726,000, representing a 13 percent in- 
crease over June of last year, according to the 
I. W. Dodge Corp. This record gains added 
significance when it is noted that private con- 
tracts rose from $160,721,000 in June, 1939, to 
$177,410,000 in June of this year. 

Residential building, which has been particu- 
larly strong this year, continued to show an 
improvement over comparable periods last year 
by rising from $111,896,000 in June, 1939, to 


(Continued on Page 57) 
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Single-Family Homes in Short 
Supply in 47 Percent of Cities 


In most American cities there were 
relatively few houses built during the 
depression, but now there are prospects 
that real shortages may develop soon. 
This is especially true of areas where 
industrial activity has been increased 
because of war orders, but will be found 
to be true generally. A survey released 
by the Department of Commerce recently 
indicates that urban residences may be 
approximately 98 percent occupied, and 
the relatively few vacancies show the 
need for increased housing. Commenting 
on the housing situation, the National 
Association of Real Estate Boards has 
this to say: 

“Late coming reports considerably 
strengthen the indication in the earlier 
returns-as to the effect which defense 
activity may have on housing. In 53 per- 
cent of the cities there is outlook for a 
considerably increased demand. With the 
‘if’ element clearly recognized, in 25 
percent of all reporting cities (256) it is 
thought the expected industrial drive may 
give rise to an actual and serious housing 
shortage. 

‘“Undersupply of one family dwellings 
exists in 47 percent of the cities, while 
only 4 percent have an oversupply. Con- 
dition remains about the same as it was 
six months ago, when 45 percent showed 
undersupply. The smallest cities are the 
ones most frequently reporting shortage. 
The largest cities begin to report over- 
supply. Business property demand ex- 
ceeds supply in only 11 percent of the 
cities and supply is in excess of demand 
in 25 percent. Six months ago the 
figures were respectively 12 percent and 
24 percent. 

“Home mortgage costs again lowest 
in history. Commonest interest rate for 
loans on new homes 5 percent. The 4% 
percent rate is dominant in only 22 per- 
cent of the reporting cities, but six months 
ago it led in only 18 percent of the cities. 
Decided feeling is shown that preference 
given to new homes in FHA financing has 
tended to depress prices for older prop- 
erties. 

“The biggest cities have wakened their 
subdivision market. 70 percent of them 
have more movement now than a year ago 
in this field. Homesite buying is livelier 
than last year in 54 percent of all the 
cities, receded in only 8 percent. 


“Home building in the reporting cities 
over the past six months is going on only 
at the rate of 12 detached dwellings per 
10,000 of population. The survey covers 
256 typical cities in every section of the 
country. It is compiled from confidential 
reports by the Association’s local member 
boards. 


Percentage of Cities Reporting Overbuilding, 
Normal Supply or Shortage in 


Single-Family Dwellings 


Region— Over Normal Short 
Total for U.S... 6. 4 49 47 
New England ...... 12 41 47 
Central Atlantic 2 47 51 
a 5 52 43 
Great Takes. .c.s css a 31 69 
North ‘Gentrat ......°. sh 60 40 
South Ceéntecal’:........ 13 65 22 
WOPtIWESt oi. 6 ce. 11 44 45 
Southwest .......... 3 58 39 
Size of City— 
500,000 or over...... 20 60 20 
200,000 to 500,000.... 4 67 29 
100,000 to 200,000.... 3 63 34 
25,000 to 100,000..... 3 46 51 
Under C6:060 —..5.....<%. 5 38 57 
District and County 

PGOTES: 26 .hc0~ 5500s 5 43 52 

: ————Anarintats—_—__) 

Region— Over Normal Short 
Leta tot 19S... 21 55 24 
New England ....... 12 65 23 
Central Atlantic ..... 22 47 31 
SGUtweast. és. cics vss 8 61 31 
Great Lames: cé.s css 15 50 35 
North Central «........ 26 69 5 
South Central ....... 40 50 10 
Northwest .......... 40 50 10 
Southwest 2.46.6... 21 68 11 
Size of City— 
500:000 oF OVETr:......:.. 35 45 ak 
200,000 to 500,000.... 40 44 16 
100,000 to 200,000.... 26 63 11 
25,000 to 100,000..... iz 58 25 
Under - 25,000 ..«...;.. 16 53 31 
District and County 

BOURGES: 5nd Sota 10 52 38 

; Business Property 

Region— Over Normal Short 
Aiea RE) Als [880042 5:5, xis 25 64 11 
New England ....... 41 53 6 
Central Atlantic ..... 29 61 10 
SOUMIGASE (oo ksks sien 14 59 27 
Great ‘Lakes | .cs.00 +s 23 69 8 
North GCentral .......<.. 25 60 15 
South Central ...:..... 29 71 ae 
WNWOrThWESE  .<< 02... 11 78 11 
SOUUNIWESE ccc ccs's os 23 7 7 
Size of City— 
500,000 or over....... 90 10 
200,000 to 500,000.... 32 68 ae 
100,000 to 200,000.... 29 63 8 
25,000. to -100,000...-.. 21 67 12 
Under 23.000 .. 36063. 15 67 18 
District and County 

EPOWUES. os oc o:5 chee 28 67 5 
Regions: 

New England: Me., Vt., N. H., Mass., 


Conn... BR. 1. 


Central. Atlantic: .N.. ¥., Pa. N..-§.,.-Del. 
Md: D..C.,. Va., W. Va. 


Southeast: Tenn, N. Car., S. 
Ala. Ga.,: Fila, 


Great Lakes: Ohio, Ind., Ill., Mich., Ky. 

North Central: Wis., Minn., Ia., N. Dak., 
S. Dak., Nebr. 

South Central: Mo., Ark., La., Kan., Okla., 
Tex., Colo., N. Mex. 


Car:, Miss., 


Northwest: Wash., Ore., Mont., Idaho, 
Wyo. 
Southwest: Calif., Nev., Utah, Ariz., 
Hawaii. 


CINCINNATI, OHIO, 
July 22.— Combining 
their quarterly (sum- 
mer) convention with 
their third annual golf 
tournament, members 





L. O. GRIFFITH, 
Huntington, W. Va.; 
President 








and associates of the Appalachian Hardwood 
Manufacturers, Inc., convened-at the Hamilton 
County Golf and Country Club here July 16 
with Luther O. Griffith, Griffith Lumber Co., 
Huntington, W. Va., president, presiding, and 
with J. J. Linehan, Mowbray & Robinson Lumber 
Co., Cincinnati, president of the National Hard- 
wood Lumber Association, as host. Entire morn- 
ing session was given to business, and was ad- 
journed at 12:30, for luncheon and the afternoon 
devoted to golf. The Appalachian lumbermen 
were joined by members of the Cincinnati Lum- 
bermen’s Golf Association with all players com- 
peting for blind bogey prizes and separate 
prizes for each group. A large number of the 
association members together with Secretary 
John W. McClure of the NHLA and members 
of the NHLA Progress Committee remained at 
the club for dinner and a general round-table 
discussion in the evening. 

At the opening of the morning business ses- 
sion, President Griffith called the attention of 
the assembled members to the fact this was 
the first group meeting since formation of the 
association at which the late Fred Bringardner 
was not in attendance. Mr. Bringardner, who 
was head of the Bringardner Lumber Co., Lex- 
ington, Ky., and a director in the Appalachian 
association, died last April. A resolution was 
passed that a message of sympathy be sent-his 
family, and members and guests stood in tribute. 

At this point President Griffith expressed the 
association’s appreciation to Mr. Linehan and 
members of the committee on arrangements for 
making it possible to enjoy the privileges of 
this fine club. In addition to Mr. Linehan, 
members of this committee were: J. C. West, 
J. C. West Lumber Service Corp., Cincinnati; 
E. M. Bonner, Atlas Lumber Co., Cincinnati; 
and W. A. Crawford, Virginia Hardwood 
Lumber Co., Tazewell, Va. 


Labor Talk Well Received 


S. F. Horn, Nashville, Tenn., who has been 
known as the “official resolutionist” of the as- 
sociation heretofore, was, through the efforts 
of President Griffith and C. H. Clendening, 
secretary of the association, drafted as guest 
speaker for this occasion. With no definite 
subject designated on which he was to talk, 
Mr. Horn spoke on “Labor” and in his own 
inimitable manner, interspersed with humorous 
but pointed stories and a number of Biblical 
quotations, gave a talk that was interesting and 
well received. Drawing an analogy from Bible 
days when “an employer could do with his 
own as he would,” Mr. Horn pointed to many 
instances today where, with modern legislation 
and a basic philosophy on labor vastly different 
from that of olden days, this could not be done. 
Mr. Horn expressed himself as favoring a mod- 
eration of the present application of the wage- 
hour laws. Other points made were, that Amer- 
ica cannot hope to hold its place in world com- 
merce unless we get back to some of the old- 
time philosophies; that all industry must attune 
itself to the present tempo; and that although 
times are serious, business must carry on. 
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Appalachian Producers Study 
Supply and Prospective Demand 


J. C. West, reporting on statistics covering 
production, sales and shipments of the Appala- 
chian mills, called attention to the fact that from 
January 1, 1932 to July 1, 1940 Appalachian 
hardwood lumber stocks at some 68 to 70 mill 
units out of a possible total of 100 mill units 
had been reduced over 215,000,000 feet, that 
stocks at many mills were badly broken and 
many items scarce. Reviewing the activities 
for the past six months in comparison to the 
same period in other years, Mr. West quoted 
these figures: 


Production Sales Shipments 
Ist 6 Mos. Feet Feet Feet 
ee 82,729,215 72,525,419 75,006,506 
BOOP vcceoes 93,083,126 101,872,087 103,571,189 
| Pee 117,162,246 122,715,381 124,787,340 


He said 40 of 55 units reporting so far this 
month show a back-log of unfilled orders, as 
of July 1, of 20,840,291 feet, or an average of 
over one-half million feet per unit. 


Report on Furniture Shows 


Following Mr. West’s report, H. E. Everley, 
trade promotion manager of the AHMI ad- 
vised the members that a full report of the 
trade extension work done during the past quar- 
ter was being mailed out to the membership 
list. Mr. Everley, then, proceeded to report 
on the recent furniture market which he at- 
tended in Grand Rapids, Mich., the results of 





Cc. H. CLENDENING, 
Cincinnati; 
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H. E. EVERLEY, 
Cincinnati; 
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which indicated that prosperity was again here. 
Not only was attendance at this show up, but 
sales showed an increase from 10 to 25 percent, 
exhibits were larger and more varied, and 
buyers were optimistic. Mr. Everley pointed 
out that among the reasons on which the buyers 
were basing their optimism were increased em- 
ployment, better wages, the nation-wide small 
homes program and the previously restricted 
buyers were optimistic. Mr. Everley pointed 
Maple and oak were shown in an increasing 
number of samples, Mr. Everley pointed out, 
and one large furniture manufacturer’s catalog 
carried in its descriptive copy, the statement 
that “only the finest Appalachian woods are 
being used.” 

L. C. Bonner, of the AHMI trade extension 
department, reported on the successful fur- 
niture market held in Chicago recently. <A 
revival of oak furniture was demonstrated at 
this show, together with increased usage of 
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maple. Chicago furni- 
ture sales were reported 
as being up 10 percent 
or more with furniture 
buyers indicating a bet- 
ter potential market in 
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Washington, D. C.; 
Tells Defense Needs 








the almost immediate future. According to Mr. 
Bonner, every indication points to good busi- 
ness emanating from the furniture factories for 
hardwood producers. 

Before throwing the meeting open for general 
discussion, President Griffith announced the ap- 
pointment of E. M. Bonner as chairman of the 
Trade Extension Committee to fill the vacancy 
caused by the death of Mr. Fred Bringardner, 
and Charles Bringardner was elected a director, 
taking his father’s place. M. R. McCorkle, Mc- 
Corkle Lumber Co., Stonega, Va., was made 
chairman of the membership committee as well 
as a member of the trade extension committee. 


Explains New Lumber Drying Method 


Horace L. Smith, president of the Thermal 
Engineering Corp., Richmond, Va., brought to 
the group’s attention a new method of curing 
lumber with the use of high frequency power, 
with which, proponents claim, it is possible to 
reduce the time of drying lumber from an av- 
erage of many days down to only a few hours 
and with no loss of lumber by de-grade. Ac- 
cording to Mr. Smith, the electrostatic method 
of drying was first used in drying untreated to- 
bacco in hogsheads and he pointed out that en- 
tire truckloads of lumber could be dried by the 
use of electrodes of metal and radio electric 
tubes, creating a heat from 212 to 250 degrees 
Fahrenheit, reducing moisture content from 35 
to 5 percent in about 1% hours. Paul D. Zottu, 
radio research engineer of the Thermal Engi- 
neering Corp. then explained the complete op- 
eration whereby high frequency radio tubes, 
similar to those used by a broadcasting station, 
would distribute heat uniformly through the 
fibres of the wood, drying it from the inside. 
Considerable interest in this method was ex- 
pressed by different manufacturers and many 
questions were asked ragarding costs of installa- 
tion, operation and other vital matters. 

In the open forum discussion which followed, 
Howard L. Gray, Meadow River Lumber Co., 
Rainelle, W. Va., pointed out the immediate 
need for a realistic awakening to present busi- 
ness conditions. He said that lumber manu- 
facturers in conjunction with all American in- 
dustry must look ahead in order to increase 
and hold world-wide commerce, and must change 
the fundamental basis of working conditions 
under which American industry is now operat- 
ing. 

John W. Bailey, Eastman-Gardiner Hard- 
wood Co., Laurel, Miss., brought greetings to 
the Appalachian group from the Southern Hard- 
wood Producers and remarked about a decided 
shortage of southern hardwoods due to the 
lengthy rainy season which has made logging 
practically impossible in many areas. 

_John I. Shafer of the John I. Shafer Hard- 
wood Lumber Co., Logansport, Ind., who is 
just returning home from a sojourn in Califor- 
nia and is in Cincinnati to attend a meeting of 
the NHLA Progress Committee made a short 
talk on business conditions in the West, es- 
pecially in regard to the small homes program. 

Phillips A. Hayward, Forest Products Divi- 
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sion of the United States Department of Com- 
merce, explained to the Appalachian group the 
functions of his division in connection and co- 
operation with the governmental defense pro- 
gram on raw materials, and made available to 
all manufacturers present mimeographed copies 
of a pamphlet prepared by the Department of 
Commerce as a guide to manufacturers who are 
interested in putting their facilities at the dis- 
posal of their country during the armament pro- 
gram. This pamphlet included a list of the 46 
field procurement offices of the War Depart- 
ment, 27 field purchasing offices of the Navy 
Department, maps showing field areas of the 
various army services and navy purchasing of- 
fices, as well as a partial list of materials be- 
ing purchased by these agencies. 

At this point, Secretary McClure, of the 
NHLA, explained a misconception in connection 
with a recent letter mailed out to members on 
the new drying process mentioned above. This 
letter mentioned that tests had been conducted 
on gun stocks causing a number of manufac- 
turers to infer there was to be a large demand 
for hardwoods to make gun_ stock blanks, 
whereas Mr. McClure declared these tests were 
conducted on this particular article because of 
its convenient size and there would be no de- 
mand for gun stock material as far as he knew. 
Mr. McClure understands there is now a vast 
surplus of gun stocks left from the World War. 

Prior to adjournment for luncheon, the res- 
olutions committee consisting of J. F. Bushel- 
man, Tennessee Eastman Corp., Kingsport, 
Tenn.; J. W. Mayhew, W. M. Ritter Lumber 
Co., Columbus, Ohio; and Roy E. Pope, 
Kitchen Lumber Co., Ashland, Ky., presented 
resolutions in appreciation to the officers of the 
Hamilton County Golf & Country Club for the 
“open house” privileges afforded the group, also 
to S. F. Horn for his speech. 


Great Britain Needs Lumber 


Edward Barber, until recently London man- 
ager of the National Lumber Exporters Asso- 
ciation, who has just returned to America with 
his family after 12 years in London, told about 
the vast needs for lumber in Great Britain for 
war purposes and that she is aware that the 
United States afforded the best source of sup- 
ply. Although the London war office has not 
been releasing many figures on imports these 
last few months, Mr. Barber learned that total 
English imports of lumber in May, 1940 were 
equal to those of May, 1939. 


John McClure issued a general invitation to 
all Appalachian manufacturers to attend the an- 
nual convention of NHLA which will be held 
in Chicago next September. 

Several non-golfers in attendance at the 
morning business session and luncheon returned 
to the city to see the National League baseball 
game, but the game was called because of rain. 





West Virginia Firm Buys Timber 
Lands and Equipment 


Huntineton, W. Va., July 22.—Luther Grif- 
fith, president of the lumber company bearing 
his name in this city, told an AMERICAN LuM- 
BERMAN representative today that, following a 
court sale of the property formerly owned in 
Sanderson, W. Va., by the Eakin Lumber Co., 
the Griffith Lumber Co. has purchased the prop- 
erty which consists of a 7-foot band mill, plan- 
ing mill, railroad trackage and equipment, yard 
lumber exceeding 2,000,000 feet, and a tract of 
fine virgin hardwood timber. In addition to 
the timberlands belonging to the Eakin Lumber 
Co., an additional 20,000,000 feet of adjacent 
timber was bought. 

Mr. Griffith is increasing the facilities of his 
recent purchase. A wood preserving plant is 
now being installed as well as a dipping or im- 
mersion chain and vat for using Lignasan. 
Plans for two large dry kilns are nearing 
completion. 
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Horizontal Gliding Window 
Attracts Widespread 
Attention 


On its first showing the “living picture in 
your home” display of the Andersen Corp. re- 
ceived widespread recognition from the public. 
Approximately 6,000 people daily have seen the 
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new Andersen Horizontal Gliding window at 
the Home Building center of the New York 
World’s Fair. 

The company pointed out that in most cases 
windows are used only as “scenery” for other 
interior displays, but in this case, the window 
itself is the center of attraction. The disnlay 
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of this type of window was created by Camp- 
bell-Mithun Inc., advertising agency of Min- 
neapolis and consulting architects. 

The Andersen Horizontal Gliding Window 
was introduced this spring and has sashes that 
glide horizontally in front of one another and 
can be removed for cleaning. 

Introductory advertising on the new window 
is stressing use of the window where large 
windows are wanted, such as in homes of mod- 


Shown here is the display 
featuring the Andersen 
Horizontal Gliding Win- 
dow. It is said that this 
type of window is adapt- 
able where windows with 
large glass areas are to 


be used 


ern architecture, sun porches, solariums and 
summer homes. 





THE HOLC collects more than $1,000,000 
every working day from its borrowers and 
purchasers of homes. 











Which 61 Years of Experience 
Puts Into Thoroughly Seasoned 
Pre-shrunk, Precision-made .. . 


Cutting and ripping good trees into pieces 
is only the beginning of good lumber. 
From then on it is the time, money, care 
and skill put into scientific seasoning (kiln 
drying or air drying), pre-shrinking and 
precision milling that really makes lumber 
good. Essco Mills have been making lum- 
ber better for 61 years— building into it a 
PLUS VALUE that makes Essco lumber 
for every need easier, safer and more profit- 
able to sell. Write us today for full facts. 


11117 R.A. Long © ; Kansas City, 
witse” GALES COs "Simran 





it’s Easier and Safer for Me to Sell the PLUS VALUE 
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What the Associations Are 
Planning and Doing 


Meetings to Be Held 


Aug. 9—Western Pine Association, Palace Hotel, 
San Francisco, Calif. Semi-annual. 

Aug. 13—Roofer Manufacturers’ Association, Ral- 
ston Hotel, Columbus, Ga. Monthly. 

Aug. 29-31—Pacific Coast Hardwood Dealers As- 
sociation, Jasper Lodge, Jasper National Park, 
Alberta, Canada. Annual. 

Sept. 26-27—National Hardwood Lumber Associa- 
tion, Congress Hotel, Chicago. Annual. 

Oct. 7-14—National Safety Congress, Chicago. 


Nov. 11-15—United States Savings & Loan League, 
Chicago. Annual, 





Western Pine Meeting Planned 


PortLAND, OreE., July 20.— The semi-annual 
meeting of the Western Pine Association will 
be -held in the Palace Hotel at San Francisco 
on August 9, according to S. V. Fullaway, Jr., 
secretary-manager. Committee meeetings will 
be held on the two days preceding. 

It is expected that Dr. Wilson Compton and 
Harris Collingwood, of the National Lumber 
Manufacturers Association, will be present and 
discuss such timely subjects as lumber in rela- 
tion to the National Defense Program and 
forest conservation. A California business 
leader will also bring a message of interest to 
the western pine industry. 





2,000 Expected at Meeting of 
U. S. Savings & Loan Body 


The year’s largest gathering of lenders on 
residential property will be the forty-eighth 
annual convention of the United States Sav- 
ings & Loan League in Chicago Nov. 11-15, 
when about 2,000 managers of a $100,000,000 
a month home construction and other residential 
lending program gather. These executives of 
savings and loan associations, building and loan 
associations, and co-operative banks will come 
from all over the United States, Alaska and 
Hawaii, to orientate the co-operative private- 
capital home lending system of the nation in 
today’s rapidly changing world economic struc- 
ture. 

They will be joined at their convention by 
presidents of the Federal Home Loan Banks 
which have constituted their reserve system the 
past eight years, and by accountants, advertis- 
ing experts, attorneys, and appraisers for these 
thrift and home financing institutions. Many 
savings and loan directors who work with the 
associations will come too. The Society of 
Residential Appraisers, which includes profes- 
sional appraisers and real estate men not en- 
gaged in valuing property for savings and loan 
as well as those who are, will hold a one-day’s 
convention sometime during the week and there 
will be many delegates to attend both this and 
the League convention. 

Presided over by George W. West, Atlanta, 
president of the League and a member of the 
board of directors of the Chamber of Com- 
merce of the United States, the convention will 
devote two days to the meetings of some thirty- 
one committees and of the executive council 
and board of directors of the organization. 
About 900 savings and loan executives have 
been working all year on the projects of the 
various League committees, and action on what 
they report will rank among the most signifi- 
cant happenings at the convention. They have 
turned their research of fact and policy on a 
wide range of the things which concern savings 
and loan operation and its future, all the way 


from “Construction Loan Policies” to the 
broader concern, “Home Taxation.” 

Mr. West points out that the greater responsi- 
bilities facing the savings and loan business at 
the time have made it necessary to have between 
200 and 250 more of the managers than ever 
before working on the committee assignments. 

Institutions trom seventy-five years old down 
to the newest ones granted charters this past 
year will be represented. Their combined mort- 
gage holdings are around $4,500,000,000. 





Coast Hardwood Body to Meet 


SEATTLE, WASH., July 22.—The 18th annual 
convention of the Pacific Coast Hardwood 
Dealers Association will be held in Jasper 
Lodge of jasper National Park, Alberta, Can- 
ada, August 29-31. Secretary-Treasurer K. L. 
Bates, Matthews Hardwoods, Inc., Seattle, 
announced a sizeable crowd is expected at this 
vacation rendezvous. Norman C. Sawers, J. 
Fyfe-Smith Co., Ltd. Vancouver, B. C., is 
president of the association. 





145 Attend Annual Deep Sea 
Fishing Rodeo 


BIRMINGHAM, ALA., July 22.—An attendance 
of 145 persons from the lumber industry and 
related trades attended the 14th annual Deep 
Sea Fishing Rodeo at Pensacola, Fla. July 
12-13 under auspices of the Birmingham Build- 
ing Material Institute. This compared with 
103 registered for the event last year and 
was the largest attendance ever recorded. 

This was one time when all the big fish 
didn’t get away as the bonita, king mackerel 
and other game fish were really striking, and 
took part in the fishing. The aggregate catch 
totaled 1,829 pounds of edible fish. 

Prize No. 1 in the dealer competition went 
to W. Thornton Estes, president of the Estes 
Lumber. Co. of Birmingham who reeled in a 
10-pound king mackerel. However, this wasn’t 
the biggest fish caught as Prize No. 1 in 
the competition for other than dealers went to 
Joe Sanders, marketing editor of American 
3uilder for a 14-pound king mackerel. It was 
Mr. Sanders first rodeo experience. J. J. Bet- 
hune, Alpha Portland Cement Co., Birming- 
ham, took first prize among manufacturers and 
jobbers with a 10-pound king mackerel. 

Other dealers winning top prizes were R. M. 
Jenkins, Jr., president Jenkins Lumber & Sup- 
ply Co., Birmingham, a 634-pound ling; Brown 
G. Hill, Standard Building Material Co., Bir- 
mingham, a 13-pound bonita; Jimmie Johnson, 
Johnson Lumber Co., Birmingham, a 14’2-pound 
edible fish; Albert Belcher, Belcher Lumber Co., 
Birmingham, the most unusual fish (northern 
mackerel), Willingham Smith, Rome Bldrs. 
Supply Co., Rome, Ga., 934-pound mackerel. In 
addition there were prizes for numerous other 
smaller catches. 

Social features during the rodeo included a 
banquet at the San Carlos Hotel attended by 
100 persons. Although rains were rather heavy 
during the two or three days, the fishermen 
went out in boats in the morning and got in 





HUNDREDS of DEALERS are 
using the Low Cost Plans that 
are Published in Every Other 
Issue. ARE YOU? 
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about noon ahead of the showers. The after- 
noons were left for golfing, boating, swimming 
and other sports. 

Judges in the competition for the numerous 
prizes were Joseph G. Rowell, secretary-man- 
ager of the Atlanta Building Materials [Ex- 
change and D. R. Bowman, president Pensa- 
cola Anglers Club. 

The rodeo committee which arranged the 
event was composed of Claude H. Grayson, 
Bedford F. Seale, W. Thornton Estes and Al- 
len K. Wood, all of Birmingham. The busy 
man at the affair was Hugh L. Nathurst, hus- 
tling secretary-manager of the Birmingham 
Building Material Exchange. 





National Safety Congress to 
Attract Big Crowd 


The 29th National Safety Congress is sched- 
uled for Oct. 7-11 in Chicago. Question and 
answer periods, panel discussions and other in- 
formal sessions will predominate at this year’s 
meeting. Advance registration indicate that the 
meet will be well attended. 





Southwestern 1941 Convention 
to Be in Wichita 


Wicuita, Kan., July 22.—The Southwestern 
Lumbermen’s Association will meet here for 
the second time in its 52 years of existence next 
January, it was recently decided by association 
officials meeting with the local Chamber of 
Commerce. The sessions will be in the Wichita 
Forum. 





Indiana District Has Picnic 


Nos_esvILLe, INnp., July 22.—About 100 at- 
tended the annual picnic of the Eighth District 
of the Indiana Lumber & Builders Supply 
Association, July 10, at a local park. It was 
arranged by W. J. Moon, director of the district. 

Tournaments and contests comprised the 
afternoon program, and the group attended a 
banquet in the evening. 





Buffalo Group Has Play Day 


3UFFALO, N. Y., July 22.—The twenty-sev- 
enth annual outing of the Buffalo Lumber Ex- 
change was held July 16 at the Meadowbrook 
Golf and Country Club, and attracted 275 men 
to the dinner. The afternoon program included 
golf, cards, quoits and a baseball game, in which 
the wholesalers, captained by Douglas B. Jones, 
defeated the retailers. 

The dinner was served in the clubhouse by 
the management, thus relieving any selected 
committee of lumbermen from several hours 
labor in cooking and serving, as used to be the 
practice. 

William J. Betts was chairman of the outing 
committee and the other members were: Oliver 
J. Veling, John H. Wall, Hubert K. Whitmer, 
Elmer J. Sturm, Harry L. Abbott, William L. 
Blakeslee, Raymond T. Jones, Jr., President 
Lewis J. Lewis, Shirley G. Taylor, Edward Y. 
Gemmill, Norman J. Brautigan and Lawrence 
N. Whissel. 

It was announced at the outing that the Buf- 
falo Hoo-Hoo Club will give a family outing 
in August at the Buffalo Automobile Club. 





LISA Plans Annual Outing 


QuEENS VILLAGE, N. Y., July 22.—The an- 
nual outing of the Long Island Salesmen’s As- 
sociation is scheduled for Aug. 14 at Narragan- 
sett Inn at Lindenhurst, Long Island. 

There will be a soft ball game for posses- 
sion of the Kruescher Cup at 4 p.m. between 
teams of dealers and salesmen. A chicken din- 
ner will be served in the evening, followed by 
entertainment. 
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Philippine Mahogany Group 
Holds 1940 Meeting 


CoLORADO SPRINGS, CoLo., July 22.—The mem- 
bers of the Philippine Mahogany Manufacturers 
Import Association, Inc., met at The Broad- 
moor Hotel, here, on July 19 and 20 to hold 
their annual meeting, which was followed by 
a meeting of the board of directors. 

In attendance were members of the associa- 
tion representing the industry on both the At- 
lantic and Pacific coasts. Matters of general 
interest were discussed and acted upon. Direc- 
tors for the current fiscal year of the associa- 
tion were re-elected as follows: 

W. G. Scrim, Findlay-Millar Timber Co., 
Los Angeles; Roy Barto, Cadwallader-Gibson 
Co., Ine., Los Angeles; H. R. Black, Black & 
Yates, Inc., Brooklyn, N. Y.; Thomas E. Powe, 
Thomas E. Powe Lumber Co., St. Louis, Mo.; 
J. K. McCormick, Henry J. Winde Co., 
Charlestown, Mass.; Glenn W. Cheney, Dant & 


Russell, Ine., Portland, Ore.; J. Raymond 
Peck, Insular Lumber Co., Philadelphia, Pa. 


At the directors meeting the following off- 
cers were re-elected: 

President—W. G. Scrim. 

Vice Pres.—H. R. Black. 

Secy.-Treas.—Glenn W. Cheney. 

Asst. Secy.-Treas.—G. P. Purchase. 
It will make the eighth consecutive term for 
Mr. Scrim. 


An interesting feature in connection with the 
gathering this year was the attendance in a 
body to witness a closely contested hockey game, 
played by two of Colorado Spring’s foremost 
teams, in The Broadmoor Ice Palace. During 
the members’ stay at The Broadmoor, Wendell 
Willkie, Republican candidate for president, 
made it his headquarters. 














Group picture of members and guests of Philippine Mahogany Manufacturers’ Import Association, 
Inc., at annual meeting held at The Broadmoor, Colorado Springs, Colo. Seated left to right: 
Roy Barto, president, Cadwallader-Gibson Co., Inc., Los Angeles; Bessie Barto, his daughter; 
Mrs. Howard R. Black, Brooklyn, N. Y.; J. Raymond Peck, president, Insular Lumber Co., Phila- 
delphia, Pa.; Howard R. Black, president, Black & Yates, Inc., Brooklyn, N. Y.; Glenn W. Cheney, 
Dant & Russell, Inc., Portland, Ore. 


Standing, left to right: G. P. Purchase, assistant secretary-treasurer of association, Los Angeles, 
Calif.; Howard R. Black, Jr. and L. Slater Black, sons of Howard R. Black, Brooklyn, N. Y.; 
Mr. & Mrs. James T. Burgental, Canyon, Tex.; T. B. Bledsoe, president, Brown-Bledsoe Lumber 
Co., Inc., Greensboro, N. C.; Daniel R. Forbes, counsel, PMMIA, Inc., Washington, D. C.; 
W. G. Scrim, association president and representative of Findlay-Millar Timber Co., Los 
Angeles. 


Mrs. T. B. Bledsoe accompanied Mr. Bledsoe to Colorado Springs but owing to the fact she 
was away for the day, enjoying the scenic splendor of the Royal Gorge, she was unable to be 
present at the time picture was taken. 


Mr. & Mrs. Burgental were the guests of Miss Barto during her stay at The Broadmoor, en route 
to her home in South Pasadena with her father, after returning from convention of Chi Omega 
sorority, held at the Greenbrier Hotel, White Sulphur Springs, W. Va., which she attended as 
a delegate from the University of California Los Angeles chapter. 
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“This is a PARTICULAR job! 
Only LONG LEAF will do” 


Dealers and builders know that 
Long Leaf is THE lumber for the 
hard and heavy jobs. For ALL 
structural work where strength 
and durability count. Sell Long 
Leaf for long life and satisfactory 
service. 


Aristocrat of Structural Woods 


aS S| 
ae ES. 





WIER LONG LEAF LUMBER CC 
In DUSTRIA 


3: Wiergate, Texas 
ELIZABETH, LOUISIANA 





Timbers, chemically treated to 
prevent stain. 


Eased Edge Dimension 


Complete line of kiln dried 
Yard and Shed Stock 





CHAPMAN & DEWEY 
LUMBER COMPANY 


+ Memphis, Tenn. * 


Manufacturers of high grade 


OAK FLOORING 


AND 


HARDWOOD LUMBER 


from famous St. Francis Basin 


Wire for quotations. 
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Among the Lumbermen’s Clubs 


Southeast Hardwood Is Optimistic 


JACKSONVILLE, FLA., July 24.—Members. of 
Southeastern Hardwood Manufacturers’, Club 
turned out in force for yesterday’s session, 
which was marked by optimism. President 
Shertzer presided. Edward R. Linn, secretary- 
manager Southern Hardwood Producers (Inc.), 
Memphis, Tenn., was the featured speaker; and 
Gordon Reynolds, Albany, Ga., vice president 
of NHLA and a distinguished member of the 
Southeastern, contributed largely to trade dis- 
cussions. J. S. Farish, assistant secretary and 
traffic manager of the Southern Cypress Manu- 
facturers Association, urged that changes in 
State minimums be watched. Under the recent 
“compromise” arrangement, Mr. Farish stated, 
it was distinctly provided that Florida intra- 
state rates were not covered. If State commis- 
sions decline to permit advances, or delay un- 
duly, however, the carriers may act under 
Thirteenth Section provisions. 

Blucher Blair, of the NHLA grades and 
rules committee, gave an impromptu report on 
its recent sessions. Hobart Manley, of Savan- 
nah, discussed the committee’s plans. Vice 
President Reynolds, of NHLA, stated that he 
had been advised an unusually large attendance 
is expected at the national convention. To per- 
mit Southeastern members to attend it, the club 
voted to hold its next meeting Sept. 10. A 
luncheon was served at noon. 





Spokane Hoo-Hoo Honor Veteran; 
Nominate New Officers 


SPOKANE, WASH., July 20.—The name of 
Bert R. West, of the Bert R. West Lumber 
Co. was placed in nomination for the presidency 
at yesterday’s luncheon of the Hoo-Hoo Club, 
by R. L. Bayne. Other nominees are E. L. 
Joy, entomologist, first vice president; Fred 
Bartelson, with Building Supplies (Inc.), sec- 
ond vice president; and W. M. Morris, a vet- 
eran in the office, secretary-treasurer. 

Ward W. Wooster, of Bock & Wooster, 
wholesalers, celebrates today his 80th birthday, 
so yesterday was Wooster day. George 
Duffy, of the Duffy Lumber Co., a friend for 
nearly 40 years gave the highlights of “Ward’s” 
history and presented him with a handsome 
bedroom reading lamp. 





Wisconsin Club Doings 


Devits Lake, Wis., July 22.—One hundred 
and twenty-five lumber retailers and guests at- 
tended the annual meeting of the District of 
Portage Lumbermens Club held here, June 27. 
The day was devoted to golf for men and bridge 
for the ladies, followed by a dinner at which 
winners of the various events were presented 
with prizes, then by an evening of enter- 
tainment. D. L. Van Auken, manager, Brit- 
tingham & Hixon Lumber Co., Baraboo, was 
toastmaster. 

Speakers included C. S. Walker, Columbus, 
president Wisconsin Retail Lumbermen’s Asso- 
ciation, and “Eddie” Frederickson, Edward 
Hines Lumber Co., Madison, who recently ob- 
served his 75th birthday. 


MILWAUKEE, Wis., July 22.—Twenty-one 
golfers took part in the first of the season’s 
Hoo-Hoo golf tournaments in June at the 
Racine Country Club. Play was somewhat 
bogged down by rainfall which all but sub- 
merged the course. James Brannum, Bran- 
num Lumber Co., Racine, was host. 


Wuitewater, Wis., July 22.—H. J. Lili- 
bridge, Barker Lumber Co., Delavan, has been 
appointed chairman of the nominating com- 
mittee of the Walworth County Lumbermens 
Club, that will present the 1940-41 slate of 





officers for election at the annual meeting in 
August. According to Jerome Baker, White- 
water Lumber Co., the August meeting will 
also be attended by the wives of club members. 


Spokane Party Visits Mill and 
Woods Operations 


SPOKANE, WASH., July 20.—The fifth annual 
woods trip of the Timber Products Bureau of 
the Spokane Chamber of Commerce was held 
last week. Sixteen members left last Friday 
noon and returned late Sunday night after a 
trip of between 500 and 600 miles by auto. At 
Lewiston, Idaho, the party inspected the huge 
mill of the Potlatch Forests (Inc.) That eve- 
ning, Otto Leuschel, assistant general manager 
in charge of production for the company, and 
J. J. O’Connell, manager at Potlatch, spoke at 
a dinner meeting. E. C. Rettig, assistant gen- 
eral manager in charge of woods work, couldn’t 
be present, and C. L. Billings, general manager, 
was sick. Other speakers were G. F. Jewett, 








Kansas City Lumberman Has 
Oregon Moulding Plant 


Kansas City, Mo., July 19.—Ralph L. Smith, 
well known Kansas City lumberman, has re- 
cently put into operation a moulding and 
remanufacturing plant at Lakeview, Ore., oper- 
ating under the name of Oregon Moulding & 
Lumber Co. 

This is equipped with a new Woods moulder, 
matcher, planer, band saw and other equipment. 
A second Woods moulder is on order and in- 
stallation is expected to be made in August. 
Plans also call for be- 
ginning construction 
next month of two dry 
kilns and enlarging this 
plant to manufacture cut 
stock. 

J. H. Dalen is in 
charge. The plant gets 





RALPH L. SMITH 
Kansas City, Mo. 


Opens New Oregon 
Moulding Plant 





its moulding and better 
lumber from local mills. 
The texture of the pine 
in the vicinity of Lake- 
view is very soft. It 
comes from trees at an 
altitude of over a mile. 

Ralph L. Smith Lumber Co. with headquar- 
ters in the Dierks Bldg. at Kansas City has 
exclusive sale of the output of this Lakeview, 
Ore., moulding and remanufacturing plant. 

In addition to the moulding and remanufac- 
turing plant at Lakeview, Ore., Mr. Smith has 
another affiliated remanufacturing plant at Port- 
land, also Smith Wood-Products, Inc. at Co- 
quille, Oregon, producing battery separators, 
venetian blind material, fir plywood, fir and 
cedar lumber and expects to put into operation 
this week the new Anacortes Lumber Co. saw- 
mill at Anacortes, Wash., to specialize in high 
grade spruce for airplanes. A large stock of 
selected spruce logs is on hand for this pur- 
pose. 

The Anacortes mill will cut approximately 
100,000 ft. daily and consists of band sawmill, 
planing mill and box factory. 

Associated with Mr. Smith in the Anacortes 
operation are E. C. Kaune, Aberdeen, Wash., 
Frank D. McCormack of Anacortes and David 
R. Gilkey of Seattle. 





July 27, 1940 


of Spokane, vice president and treasurer of the 
company and a member of the bureau party, 
and Herman E. Swanson, in charge of blister 
rust work in the Northwest. After dinner, the 
party drove to Pierce, Idaho, about 90 miles 
back in the mountains, and there camped for 
the night. On Saturday they inspected the Pot- 
latch woods operations. State Senator Leonard 
Cardiff, a veteran sawmill man, and Mrs. Car- 
diff, of Pierce, were hosts at tea. On the re- 
turn trip Sunday through the Clearwater re- 
gion, the party saw at one time the smoke of 
21 forest fires, largely under control. 





Lumbermen Play Golf and Eat 


Ottawa, ILL., July 22.—The second annual 
golf tournament and dinner of the LaSalle 
County Lumbermen’s Club was held July 9 and 
attracted 80 lumber dealers and salesmen. W. C. 
Gerstner of Ottawa, club secretary, was in 
charge of the dinner. J. D. McCarthy, secre- 
tary of the Illinois Lumber & Material Dealers 
Association, was the guest of honor. 





Lumbermen From Three States 
at Cost Estimating School 


Superior, Wis., July 22.—More than 40 lum- 
bermen from Wisconsin, Minnesota and Michi- 
gan attended a one-day school in Superior on 
quick cost estimating July 19, under auspices of 
the Lake Superior Lumbermen’s Club and the 
local association of commerce. 

The school was conducted by A. W. Holt, in- 
ventor of systems now used in cost-estimating 
for the lumber industry. Generally the discus- 
sion centered around problems of the industry 
with Mr. Holt emphasizing modern methods of 
estimating construction costs. Modern homes 
cost little more than square-foundationed, unim- 
aginative structures that were built in the past, 
lumbermen were told. 

Lumbermen present were unanimous in their 
opinion that the biggest daily problem of their 
business is to keep home design within the lim- 
its of the buyers’ pocketbooks. Tailoring the 
buyer’s demands to fit his pocketbook and still 
please him sometimes presents a difficult prob- 
lem, they said. 

Mr. Holt, in demonstrating easy methods to 
compute expenses, urged lumbermen not to per- 
mit customers to build too small homes. He 
cited cases where tiny homes were built that 
proved entirely inadequate, when two feet more 
each way would have cost only $80 more and 
made the home livable. The cost of the home, 
he said, is a factor that varies from community 
to community, because of labor costs, the major 
item in such construction. 

Presiding at the conference was Bruce Camp- 
bell, president of the club, who with Harris 
Erlanson was co-chairman of the event which 
included a dinner in the evening. On Saturday 
and Sunday visitors devoted themselves to trips 
through the local area, informal discussions, and 
entertainment. 


Hold Fourteenth Stag 


Detroit, Micu., July 22—Lumber dealers, 
builders, contractors, suppliers and service or- 
ganizations held their fourteenth annual stag 
frolic July 18 at Beverly Gardens. 

Highlight of the program was a ball game 
between lumber dealers, under direction of 
Howard McLees, executive secretary of the 
Detroit District Retail Lumber Dealers As- 
sociation, and supply dealers, under Russell 
Meek. A second game was between west side 
builders against east side builders, with the 
winners of the two games supplying the op- 
position for the third and deciding champion- 
ship. 








Stag Picnic Planned 


MINNEAPOLIS, MINN., July 22.—A stag picnic 
for lumbermen will be held Aug. 7 at the 
Minnesota Valley Golf Club. The day will be 
devoted to sports. 
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ROD CHAMBERLAIN SAYS: 
















“OF COURSE THE STANLEY 
WORKS WANTS TO SELL 
Wome OUTTS .. ss. 


AND SO DO YOU! 


BUT NEITHER AN INCREASE 
IN OUR SALES NOR AN IN- 


CREASE IN YOUR SALES 
WOULD ALONE JUSTIFY OUR 
‘3 BUTTS TO A DOOR’ PROGRAM 





SATISFACTION FOR THE HOME 
OWNER IS WHAT JUSTIFIES 
OUR SELLING AND YOURS 


THE STRAIGHT, TRUE HANG, AND EASY 
CLOSING OF THE DOOR... THE PERFECT 
AND LASTING FIT OF THE LATCH AND LOCK 
THAT CAN BE ASSURED ONLY WHEN YOU 
“REMEMBER -3 BUTTS TO A DOOR!’” THE 
STANLEY WORKS, NEW BRITAIN, CONN. 
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STANLEY 


Trade Mark 


REMEMBER...THREE BUTTS TO A DOOR 
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Here’s What's New 


Announce Improved Heavy Duty 
Portable Electric Saw 


An improved 6-inch Skilsaw has just been 
added to the line of portable electric saws manu- 
factured by Skilsaw, Inc., Chicago, Ill. The 
new Model 67 is for heavy duty service. It is 
built compactly for use by carpenters on small 
homes, garages and general remodeling work as 
well as for intermittent maintenance sawing ex- 
cept flooring work. It can also be used with 
abrasive discs for scoring tile and concrete, and 
for tuck pointing. It cuts to a depth of 1% 
inches. It will rip and cross-cut hardwood up 
to one inch; cross-cut dressed pine lumber up 
to 2 inches; bevel cut lumber 113/16 inches 
thick at 45 degrees. The blade has a free speed 
of 3400 R.P.M., and is protected by an auto- 
matic telescopic guard that rotates on ball bear- 
ings. It is 15 inches long, weighs 111% pounds 
and sells for $75.00. 


Catalog Shows Photographs and 
Specifications of Sawmills 


Corinth Machinery Co., Corinth, Miss., manu- 
facturers of Cormaco Improved Sawmills, have 
available an illustrated file-size catalog showing 
photographs and specifications of their sawmills, 
trimmers and rigs, and parts for them. Speci- 
fication data are given in tabular form on the 
same page with the illustration. These data are 
under the heads, cab, carriage, mandrel, track- 
ways and weight. The book is loose leaf type 
to which new catalog sheets can be added easily. 
Statements of service facilities and delivery 
schedules together with testimonials from satis- 
fied customers appear on the opening pages. 
Copies of the catalog can be obtained by writing 
to the company at Cornith. 


Booklet Describes Domestic Use of 


Calcium Chloride 


To end damage by moisture to belongings 
stored in rooms where the atmosphere is highly 
humid the Solvay Sales Corp., 40 Rector St., 
New York, N. Y., recommends the use of calcium 
chloride, as described in the booklet “To Dry 
Air!” This chemical will absorb nearly three 
times its weight in moisture, it is claimed. A 
container consisting of two wire baskets for 
the chemical, suspended over an enamelled pan 
to catch the moisture, has a capacity of six 
pounds of calcium chloride and is adequate for 
the needs of an average sized room. It occu- 
pies a space 10'4x15™% inches and stands about 
12 inches high. In normal use the device re- 
quires from one to six bags of calcium chloride 
per season, 


New Bronze Weatherstrip Is 
Attached Without Use of Nails 


An improvement in the design of bronze 
weatherstrip has just been announced by The 
Security Co., 1757 Puritan Ave., Detroit, Mich. 
This new weatherstrip, known as “Secur-Ply,” 
is said to be adaptable for use at the check 
rail, head and sill of double hung windows, on 
casements and storm sash. Installation of this 
weatherstrip is accomplished by grooving the 
sash with a table or electric hand saw. This 
groove, it is stated, must be 1/16 inch wide, 
Y% inch deep and % inch from the edge of the 





sash. The U portion of the strip is pressed 
into the groove and the flange of the U presses 
into the side of the groove to hold it. Further 
information and prices may be obtained from 
the manufacturer. 


Bulletin Describes Patching and 
Mending Material for Wood 


Technical Supply Co., Palo Alto, Cal., manu- 
facturers of Plastico Rok, for mending and 
patching woodwork, furniture, floors ‘and lino- 
leum surfaces, have issued Bulletin No. 1, an 
illustrated leaflet, describing and illustrating the 
application of this and other products. Plas- 
tico Rok is furnished in tubes and cans ranging 
in size from 3% ounces at 25 cents a tube to a 
16-pound, i-gallon can priced at six dollars. 
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All sizes and prices are listed in the bulletin. 
On the back of the bulletin space is provided 
for dealer imprint. Copies can be obtained by 
writing to the Technical Supply Co. 


New Truck Model for Heavy 
Highway Hauling 


Mack Trucks, Inc., with main offices at 34th 
St. and 48th Ave., Long Island City, N. Y., an- 
nounce LM, a new truck model for heavy haul- 
ing over highways. Standard wheelbase lengths 
are 176 inches and 194 inches, and _ special 
lengths of 212 inches and 230 inches are avail- 
able. The drive on the model is through a dry 
single plate clutch 15 inches in diameter through 
a five-speed transmission offered either with 
overgear or direct fifth speed. An optional ex- 
tra offers a duplex transmission with ten for- 


Showing new model 
LM, made by Mack 
Trucks, Inc. Note 
heavy bumper and 
windshield in two 
sections that oper- 
ate independently. 
Truck is designed 


on highways 


ase TRE 


ward and two reverse speeds. 
mechanical type, air operated. The model is 
available with either Diesel power or gasoline 
engine. The cab is all metal construction with 


3rakes are 


roof and rear lined with leatherette. Wind- 
shield is slanting two-piece, each part operating 
independently. Driver’s seat is an adjustable 
separate unit. Seat and back cushions are com- 
bination spring and rubber foam type construc- 
tion. Covering is genuine leather. Modern ap- 
pointments rivaling those of a passenger car are 
included in the cab. Overall width measured at 
the belt molding is 68 inches. 





WATCH FOR Practical, Mod- 
erate Cost House Plan with 
Complete List of Materials. 





NATIONAL DISTRIBUTION 








WAREHOUSES 


For Orderly 
Distribution 
to the Trade 








PAMUDO PRODUCTS 


FAST, COURTEOUS SERVICE BY TRUCK and TRAIN 


Straight or Mixed Carload Shipments 


PAMUDO PLYWOOD ... DOORS... FRAMES 
MOULDINGS, SASH & GLASS... WALL BOARD 





LOS ANGELES, California 
ST. PAUL, Minnesota 


PACIFIC MUTUAL DOOR CO., csinéron 


KANSAS CITY, Kansas 
CHICAGO, Illinois 





BALTIMORE, Maryland 
NEWARK, New Jersey 


TACOMA, 


for heavy hauling: 
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New Officer Is Appointed Due 
to Expanding Business 


The election of L. R. Boulware as vice presi- 
dent and general manager of The Celotex Corp. 
was recently announced by Bror Dahlberg, 
president of the company. Mr. Boulware also 
becomes a member of the board of directors 
and the executive committee. He assumes his 
new duties immediately. 

Mr. Boulware was 
formerly vice president 
and general manager of 
Carrier Corp.  Previ- 
ous to that he was gen- 
eral sales manager of 
the Easy Washing Ma- 





L. R. BOULWARE, 
Chicago; 
Vice Pres., Gen. Mer. 
Celotex Corp. 





chine Co., and _ before 
that comptroller, pur- 
chasing agent and fac- 
tory manager in mid- 
western plants. He is 
a graduate of the Uni- 
versity of Wisconsin, 
and was a Captain of 
Infantry in the last war. 

The creation of the new position occupied by 
Mr. Boulware was made necessary by expand- 
ing business, and the resulting increase of ad- 
ministrative duties, according to Mr. Dahlberg, 
who also is chairman of the board of the Cer- 
tain-teed Products Corp. and of the Sloan- 
Blabon Corp. 

Mr. Dahlberg also said that the increased 
interest in low cost residential building, the de- 
mands for expanded industrial plants to keep 
abreast of defense requirements, and the need 
for large numbers of dwellings for industrial 
workers in defense industries are being followed 
closely by The Celotex Corp. through the in- 
troduction of products designed for speedy erec- 
tion and low application costs. 





What Makes Bird's-Eye? 


EscANABA, MicH., July 22.—What makes the 
eye in bird’s-eye maple? In this bird’s-eye 
veneer capital, this question has often been 
asked, but never satisfactorily answered. But 
perhaps the solution is near at hand. The 
Michigan State College has received an anony- 
mous gift of $550 to finance a study. The 
donor, who asked that his name be kept secret, 
explained that he has been long curious about 
the phenomenon and was glad to make the 
contribution to satisfy his curiosity. Allan 
Marra, graduate student from Syracuse uni- 
versity in New York, has been appointed by 
Prof. P. A. Herbert to help conduct the study. 





465 Mills Join Southern Pine 
Inspection Bureau 


New Orveans, LA., July 22.—Membership in 
the Southern Pine Inspection Bureau continues 
to increase according to A. S. Boisfontaine, sec- 
retary-manager, who reports that 465 pine mills 
representing 414 billion feet of production have 
become subscribers. Inasmuch as the larger 
type of southern pine lumber mills have sub- 
scribed to grading rules and supervision, the in- 
creases are among the smaller units in the indus- 
try. It is anticipated that further alignment of 
these smaller units with the Bureau will con- 
tinue as time progresses and the value of mem- 
bership becomes more apparent. 

Summarizing observations during a two- 
weeks’ period spent in the consuming territory 
with Bureau inspectors, Mr. Boisfontaine stated 
that they are frequently called in connection 
with government projects, and others, to review 
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the grading work performed at the mills. The 
shift from the Southern Pine Association to a 
separate establishment, he reports, was accom- 
plished without any lowering of quality of grad- 
ing and without any confusion in the trade or 
among specifiers as to what was being effected. 

In connection with the national defense plans, 
Mr. Boisfontaine anticipates a large consump- 
tion of grade-marked southern pine lumber for 
army cantonments and in construction of indus- 
trial plants. With forty inspectors on the 
Bureau’s staff and the large number of mills 
qualified to grade-mark, the southern pine indus- 
try is unquestionably in a position to meet every 
demand for this type of lumber. 





Lumberman Helps Retrieve 
Long-Lost Antique 


HAcKENSACK, N. J., July 22.—After being 
lost since 1899, the “Duke of York Demarest 
snuff box” has been returned to the original 
1678 home of the Demarest family in this city. 
Over 40 years of tracing down clues as to the 
whereabouts of the relic of early American his- 
tory finally resulted in locating it at Minot, N. 
Dak. 

Hiram B. Demarest Blauvelt, president of the 
Comfort Coal-Lumber Co., which has headquar- 
ters here, has been active for many years in 
trying to learn who had the famed snuff con- 
tainer made of cedar. He is president of the 
board of trustees and founder of the Demarest 
Memorial Foundation to which the snuff box 
will be given. The relic was given to Rev. 
John Demarest, Aug. 10, 1821, by the Duke of 
York. 





Manages New Heating and 
Ventilating Division 


Milcor Steel Co., Milwaukee, Wis, announce 
the appointment of George Schneider to the 
managership of their reorganized heating and 
ventilating division. The 
reorganization and the 
appointment of Mr. 
Schneider were made to 
provide a more complete 
service for the warm air 
heating and air condi- 
tioning industry. Mr. 
Schneider has been as- 





GEORGE SCHNEIDER 
Milwaukee, Wis. 





sociated with Milcor 
for twenty years and 
comes to his new posi- 
tion with a _ thorough 
knowledge of the sheet 
metal and heating in- 
dustries and their prob- 
lems. He spent his first 
six years with Milcor 
in the shipping and order departments, and then 
became a salesman. For the past 13 years he has 
covered Wisconsin’s Fox River Valley and Up- 
per Michigan territories for Milcor. 








Mass Housing Financed at Low 
Rates 


WasHINGToN, D. C., July 22.—Short-term 
notes amounting to $31,137,000, offered by ten 
local housing authorities, were sold July 10 at 
net interest rates ranging from .456 of 1 per- 
cent to .57 of 1 percent, according to the United 
States Housing Authority. 





More THAN a billion dollars can be furnished 
home seekers through the facilities of the Fed- 
eral Home Loan Bank System. 
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OAK FLOORING 


WE DO NOT MAKE THE 
= MOST OAK FLOORING 
BUT WE DO — THE BEST 


\\ 
/CCARTIFICO |) 


CAREFULLY SELECTED LUMBER 
~-PROPERLY KILN DRIED-- 
-PRECISION MACHINED-- 


INSURES BEAUTY, FINISH AND 
UTILITY 


W.R.WRAPE STAVE COMPANY 
Post Office Box 182 
LITTLE ROCK, ARKANSAS 
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WHITE PINE {32te— 


Al so California White 


and Sugar Pine 
Fir Wallboar 


William Schuette Company 


New York 
Office—4i East 42d St. 


Cedar and 
West Coast Products 





PITTSBURGH, PA. 
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LEMIEUX BROS.,INC. 


FORESTERS —- TIMBER ESTIMATORS 
APPRAISERS --- CIVIL ENGINEERS 
410-11 Maritime Bldg. NEW ORLEANS, LA. 
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NATIONAL PRODUCTION, SHIPMENTS, ORDERS 


WasuHineTon, D. C., July 22.—Following is the National Lumber Manufacturers’ Association’s 
report for two weeks ended July 13 and for twenty-eight weeks ended that date, covering 
mills whose statistics for both 1940 and 1939 are available, and percentage comparisons with 
statistics of identical mills for the corresponding period of 1939: 


Av. No. 

Mills 
TWO WEEKS: Rpte. 
Total Softwoods .. 379 
Total Hardwoods... 83 
Total Lumber ..... 447 
Total Flooring .... 80 


TWENTY-EIGHT WEEKS: 


Total Softwoods... 400 
Total Hardwoods.. 88 
Total Lumber...... 470 


Total Flooring..... 


_ 





er- 
Production cent 
of 1939 


1940 
352,949,000 
11,107,000 
364,056,000 
18,618,000 


5,627,363,000 
231,595,000 


7 
1 
8,958,000 
0,117,000 


5, 


85 
26 


98 
93 
98 
118 


107 
107 
107 
119 


Shipments 
1940 


372,573,000 
13,234,000 
385.807,000 
16,389,000 


5,836,350,000 
236,581,000 
6,072,931,000 
255,328,000 


Per 
cent 


of 1939 


103 
83 





102 
96 


106 
7 


106 
112 





Orders 
1940 
407,383,000 
16,280,000 


423,663,000 


17,105,000 


5,838,737,000 
242,522,000 


6,081,259,000 


271,379,000 


Per 
cent 


of 1939 


100 

91 
100 
106 


104 
101 
104 
117 





RELATION OF UNFILLED 


ORDERS TO STOCKS 


Wasurncton, D. C., July 22.—Following is statement of seven groups of identical mills of 
unfilled orders and gross stock footage on July 13: 








No. of Mills nfilled Orders Gross Stocks 

Reporting 1940 1939 1940 1939 
Total Softwoods® ............ 368 690,443,000 704,110,000 3,374,902,000 3,457,078,000 
Total Hardwoods®* ........... 83 53,699,000 49,419,000 329,597,000 388,790,000 
OGRE TANNED ccc cccccccccccce 438 744,142,000 753,529.000 3,704,499,000 3,845,868,000 
Maple Flooring .......... Sees 15 6,709,000 10,337,000 14,475,000 13,600,000 


*Of Northern mills, 12 reported on softwoods, 13 on hardwood unfilled orders; 14 mills on 


stocks. 





NATIONAL STATISTICS FOR JUNE BY REGIONS 


WasuHInctTon, D. C., July 22.—Following is the National 


Lumber 


Manufacturers’ 


Associa- 


tion’s report for the four weeks ended June 29 and for twenty-six weeks ended that date, 
covering mills whose statistics for both 1940 and 1939 are available, and percentage comparison 
with statistics of identical mills for the corresponding period of 1939: 


Av. No. 
Mills 
FOUR WEEKS: Rpteg. 
Softwoods: 
Southern Pine ..... 108 
WeOGe CORSE .. cccnce 125 
Western Pine ..... 109 


California Redwood 
Southern Cypress .. 
Northern Pine ..... 
Northern Hemlock. 


Total Softwoods.. 387 


Hardwoods: 
Southern Hardw’ds. + 
Northern Hardw’ds. 


Total Hardwoods. 

Total Lumber.... 4 
Oak Flooring ..... 
Maple, Beech and 

Birch Flooring .. 


TWENTY-SIX WEEKS: 


Softwoods: 
Southern Pine ... 
cL. i" eee 
Western Pine ..... 
California Redwood 
Southern Cypress.. 
Northern Pine ..... 
Northern Hemlock. 


Total Softwoods.. 4 
Hardwoods: 

Southern Hardw’ds. 7+ 
Northern Hardw’‘s. 


ied 
mre DO DO 


00 00 CO SIO 


Total Hardwoods. 

Total Lumber ... 4 
Oak Flooring ..... 
Maple, Beech and 

Birch Floorirg .. 


*Units. 


oy 


Production 
1940 


33,482,000 
69,752,000 


58,325,000 
50,769,000 
44,996,000 


5,314,511,000 


144,089,000 
76,399,000 


0,488,000 


999,000 


22 
5,534,98 
213,956,000 


Per- 
cent 
of 1939 


98 
105 
105 
112 

86 
117 
131 


105 


103 
139 
108 
105 


1940 


106,924,000 
430,942,000 
298,737,000 
32,231,000 
8,431,000 
10,516,000 
6,669,000 


891,902,000 


23,910,000 
8,564,000 


32,474,000 
924,376,000 


38,866,000 
4,810,000 


725,730,000 
2,635,967,000 
1,805,280,000 

193,666,000 

56,391,000 
57,998,000 
39,186,000 


5,514,218,000 


164,116,000 

58,804,000 
,920,000 
,138,000 
,003,000 


27,936,000 


8 
222 
5,737 
211 
7 


Per- 
Shipments cent 
of 1939 


93 
106 
96 
106 
100 
98 
71 


100 


4 
114 
91 
99 


Orders 
1940 


110,899,000 
393,863,000 
304,857,000 
32,040,000 
8,102,000 
10,590,000 
6,813,000 


873,842,000 


24,802,000 
9,424,000 


34,226,000 


908,068,000 
28,315,000 


4,594,000 


191,381,000 
54,611,000 
57,334,000 
41,270,000 


5,487,656,000 


164,554,000 
61,362,000 


225,916,000 


5,718,572,000 
229,267,000 


25,007,000 


Per- 
eent 
of 1939 


94 
127 


101 
105 





REGIONAL UNFILLED ORDERS AND STOCKS JUNE 29 


WASHINGTON, D. C., July 22.—Following is the monthly statement by regions of eight groups 
of identical mills and two groups of hardwood flooring plants of unfilled orders and gross stock 


footage on June 29: 


No. of Unfilled Orders G 

Softwoods— Mills 1940 1939 940 eis mas 
NN ND. oc cee w ee see aces 107 59,528,000 65,747,000 413,367,000 406,044,000 
ESE NE Soe ae et 125 317,179,000 357,544,000 864,723,000 851,739,000 
I ia icles dorsi ch ik ee Gia, & 68 107 242,779,000 194,337,000 1,530,860,000 1,553,426,000 
California Redwood ............ 13 27,819,000 27,406,000 288,941,000 292,895,000 
oe eR eee 9 6,068,000 4,871,000 197,506,000 200.363,000 
ED ND iwcccvescdececs os 8 4,141,000 9,925,000 113,165,000 147,216,000 
Northern Hemlock .............. 9 5,533,000 4,686,000 49,311,000 74,637,000 
i peo eee ar ee ee 378 663,047,000 664,516,000 3,457,873,000 3,526,320,000 
Southern ardwoods ....... 766 35,080,000 37,627,000 224,231,000 268,331,000 
Northern Hardwoods ........... 11 16,674,000 8,493,000 77,410,000 91,399,000 

Total Hardwoods ............ 77 51,754,000 46,120,000 301,641,000 359,730,000 

EE eee 446 714,801,000 710,636,000 3,759,514,000 3,886,050,000 
Flooring— 
Oak Flooring re Mae er are pin + mi acantely 75 50,910,000 43,243,000 72,514,000 81,130,000 
pO Ree 15 6,852,000 9,606,000 16,004,000 15,606,000 


tUnits of production. 











July 27, 1940 


Western Pine Summary 


PorTLAND, OreE., July 19.—The Western Pine 
Association reports as follows on operation 
of identical Inland Empire and California mills 
during the two weeks ended July 13: 

Report of an Average of 105 Mills: 


Total for 2 weeks ended 
July 13, 1940 July 15, 1939 


Production ...... 135,483,000 129,123,000 
Shipments ....... 125,998,000 130,406,000 
Orders Received.. 136,919,000 138,058,000 


Report of 103 Identical Mills: 


July 13,1940 July 15, 1939 
Unfilled orders... 256,538,000 202,221,000 
Gross stocks ....1,524,905,000 1,522,167,000 


Report of 103 Identical Mills: 
c———Total for Year——_——, 
1940 1939 


Production ...... 1,753,635,000 1,599,237,000 
Shipments ....... 1,879,022,000 1,769,466,000 
|, eer 1,919,803,000 1,752,915,000 





Southern Pine Statistics 


[Special telegram to AMERICAN LUMBERMAN] 


New Orleans, La., July 24.—Following is 
a summary of reports from southern pine mills 
for two weeks ended July 20: 


Average weekly number of mills, 122; 


Units,+ 96 
Two Weeks 
Three-year average production*.. 58,474,000 
Bete BEOGUCUON «2.2. ccccesves 49,928,000 
SN oro soe Graaik's.0 ear ace ealacde 59,777,000 
ae eer ee 71,427,000 


Number of mills, 136; Units,+ 105 

On July 20, 1940 
87,738,000 
392,229,000 


Unfilled orders 
Unsold stocks 
*Oct. 26, 1936, to Oct. 28, 1939. 


*Unit is 304,000 feet of “3-year average” 
production. 





Merger of Paint Companies Is 
Announced by New President 


Under a plan recently approved by the stock- 
holders of the American Asphalt Paint Co., 
Chicago, Ill., and its subsidiary, The Marietta 
Paint and Color Co., Marietta, Ohio, the two 
have been consolidated and are now operating 
as one corporation known as the American- 
Marietta Co. 

Grover M. Hermann, president of the new 
company, made the announcement this week 
from the general offices, of the American-Mari- 
etta Company, 43 E. Ohio St., Chicago, Ill. Mr. 
Hermann founded the American Asphalt Paint 
Co. 27 years ago and under his direction the 
company has become a well-known manufac- 
turer of heavy-duty industrial maintenance 
paints under the trade name “Valdura.” 

The Marietta Paint and Color Co. was 
founded in 1897, and its president, George A. 
LaVallee, continues as a director of the Amer- 
ican-Marietta Company. The plants operated 
by the company are located at Kankakee, IIl.; 
Marietta, Ohio; High Point, N. C.; and Lin- 
coln, N. J. 

Combined sales of the two companies for the 
seven months period ending June 30th show a 
gain of 19.1 percent over the same period last 
year. This increase has made it necessary to 
expand the company’s production facilities at 
Marietta, Ohio, and Kankakee, IIl. 





New Freight Car Installations 
and Orders Show Gains 


Class I railroads put 36,852 new freight cars 
in service in the first six months of 1940, the 
Association of American Railroads announced 
today. This was the largest number installed 
in’ any corresponding period since 1930. In 
the first half of 1939, there were 8,628 new 
freight cars installed. 

These same railroads, on July 1, 1940, had 
16,933 new freight cars on order compared 
with 10,062 on the same day last year. 

Freight cars leased or otherwise acquired are 
not included in the above figures. 
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South Gets Reduced Rates to 
North and East 


MEMPHIS, TENN., July 25.—Announcement 
of reduced rates on lumber in carload lots 
within the North and East, effective Aug. 20, 
was made here today by the Southern Hard- 
wood Traffic Association. The reductions had 
been sought by the association at a public hear- 
ing held at Buffalo on March 19. The rate 
basis will be changed from Class 25-K to Class 
2244. This will effect a reduction of approxi- 
mately 8 percent on lumber, cooperage stock 
and other forest products from mills on the 
Ohio River and in Indiana, Illinois, Ohio, West 
Virginia and Virginia, to consuming markets 
in the North and East. 

Revised freight rates from the South to 
points in Iowa, Minnesota, Kansas and Ne- 
braska, etc.—the Western Truck Line Terri- 
tory—have been published to take effect on 
July 30. 





Exporters Enthused at Meet 


Mempuis, TENN., July 24.—About 40 mem- 
bers of the National Lumber Exporters Asso- 
ciation met here today and were enthusiastic 
about the business outlook despite the discon- 
tinuance of shipments to the Continent and the 
fact that British timber control is the one re- 
maining large purchaser. The session was pre- 
sided over by Kerry L. Emmons, president of 
the association. 


Edward Barber, recalled London representa- 
tive of the body, reported that the outlook for 
lumber shipments to England is good, and that 
large quantities of wood are going into war 
work, Practically every kind of hardwood is 
acceptable, he said, but poplar, oak, sap gum, 
ash and hickory are being most widely used. 
Mr. Barber said that the lumber industry in the 
United States would benefit by the cutting off of 
previous timber sources. Pine is being bought 
from South America, he said. 

Mr. Emmons declared that the greater part 
of the export business would go to mills near 
the Gulf coast and principally to points having 
an eight- or ten-cent freight rate to seaboard. 
The exporters, he said, are selling their lumber 
to England at low prices. 

The results of the investigation by the wood 
preservation committee of the association on 
control of the lyctus beetle and other pests af- 
fecting hardwoods were announced. More than 
300 chemicals were tested. 





(Continued from page 23) 


has been agreed upon by the War Department 
and duPont Powder Company. The govern- 
ment is to build the factory and the duPont in- 
terests will operate it. Final official approval 
is still pending. The plant is the first of four 
to be undertaken with emergency defense funds 
and -its daily capacity will more than double the 
nation’s existing output. Officials estimate that 
it will require an operating force of at least 
4000 persons. Bids have been opened in Phil- 
adelphia on experimental fabrics for olive drab 
serge and shirting. 

Bids were also opened for the manufacture 
of 43,000 olive drab worsted shirts and 150,000 
serge service caps, with material furnished by 
the government. Opportunity to estimate prices 
on 330,000 rubberized raincoats, 2,000,000 yards 
of 36 inch cotton herringbone twill, 66,000 cot- 
ton mattresses, 56,000 chicken feather pillows 
and 216,000 yards of identification tape was 
also offered to bidders. 

The United States army ordered 627 light 
tanks at a cost of about $11,000,000. The order 
was the largest of its kind in American peace- 
time history. The tanks and equipment will be 
of the most modern design and it is estimated 


Amenean fiumberman 


that they may travel as fast as 45 miles per 
hour on rough ground. 

A total of $13,335,096 was spent by ten Fed- 
eral gencies on supply contracts awarded dur- 
ing the week ending July 6. New York bidders 
received contracts valuel at $3,529,969, New 
Jersey concerns, $687,586, and Connecticut firms, 
$507,046. Largest item of the expenditure was 
clothing followed by cotton material for sheet- 
ing etc. Contracts were awarded for electrical 
equipment, coal, lumber, photographic equip- 
ment, fuel oil, sugar, steel furniture and other 
items of equipment vital to preparedness. Uncle 
Sam did not forget the intellectual and recrea- 
tional needs of his servants. No less than $57,- 
024 was earmarked for magazine subscriptions. 
Other noteworthy expenditures were made for 
such items as handkerchiefs, $66,480; prime 
chicken feather pillows, $23,700; toilet paper for 
the Navy, $64,455; pajama coats and trousers, 
$62,400. 
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During the week ended July 13, $60,073,735.78 
was expended by the division of public con- 
tracts, Department of Labor. Few of these con- 
tracts were for other than military defense 
purposes. 





SW Hardwood Men to Meet 


New Orteans, La., July 22.—Former mem- 
bers and all hardwood manufacturers of the 
territory are being invited by Percy Bass, presi- 
dent, and George Schaad, Jr., secretary, to at- 
tend a meeting of the Southwestern Hardwood 
Manufacturers’ Club in Canton, Miss., Aug. 6. 
The manufacturers will be guests of the Denk- 
mann Lumber Co., which recently moved its 
general offices to Canton from Natalbany, La. 
The company has just completed panelling its 
new offices in various specimens of hardwoods, 
cypress and pine. 








TWIN HARBORS LUMBER Co. 






Backed by 75 yrs. of Lumber Family Tradition 


Water Shipping Department 
Offices: PORTLAND, OREGON 


Branches: New York, Baltimore, Boston, 
San Francisco, Los Angeles. 


Factory Lumber, Industrial 
Items, Finish, Plywood, 
Timbers, Shingles, Siding. 


Exclusive Agents Railroad and 

Car Materials for 20 Mills... Mixed 

Cars ... Waterborne Parcels .. . 
Full Cargoes 





SEATTLE, WASH. 


Handling West Coast Rail 
Business. Douglas Fir, West- 
ern Red Cedar, Ponderosa 
Pine, Idaho White Pine, 
Sitka Spruce. West Coast 










Aberdeen, Wash. 


Famous Grays Harbor Timber -- West Coast Woods 


Rail Shipping Departments: ————————_, 


CHICAGO, ILL. 
Southern Pine, Hardwoods, 
Ponderosa Pine, Idaho White 
Pine, Douglas Fir. Western 
Red Cedar, Sitka Spruce, 
West Coast Hemlock. 

Waco, Texas—Jack Ray. 





MODERN e 





BEAUTIFUL * 


Neg 4, G ll. Ph Lipa NG nel!" 


Solid Philippine Mahogany Wall Panelling 


A Sensational New Product That Sells On Sight 


Write for Samples and Literature 


Cadwallader-Gibson Co. Inc., 3628 E. Olympic Bivd. Los Angeles, Calif. 


ECONOMICAL 








LEE H. SHEPHERD, President M. C. SHEPHERD, Vice-President H. SCOTT SHEPHERD, Secy.-Treas. 


HEPHERD LUMBER CORPORATION 


MILLS AT McRAE, GEORGIA and MONTGOMERY, ALABAMA 


MANUFACTURERS and 
WHOLESALERS of 


Yellow Pine and Hardwoods 


Timbers, Rough and Dressed, up to 18x 30-40 .. . Plank y 

... Dimension... Boards... Flooring .. . Kiln-Dried Finish (é 

.. . Ceiling . .. Siding . . . Railroad and Car Material. (as 
Material from both mills Grade-Marked if desired 


ADDRESS INQUIRIES TO BOX 139, MONTGOMERY, ALABAMA 
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Seattle, Wash. 


WEST COAST WOODS—RAIL—Some mills 
are oversold now. Practically all have good 
order files and have no desire to load up with 
orders at cheap prices. Retail stocks are de- 
clared to be low. There is no speculative 
buying. British Columbia mills are running 
two and three shifts, and have such large 
files of Government orders that private pur- 
chasers find it hard to secure lumber. Prices, 
based on common cutting, are some $7 higher 
than in the United States. On this side, 
prices generally are about the same as they 
were a fortnight ago. but some mills are be- 
ginning to advance upper items, and dimen- 
sion is expected to rise. Some car material 
has been bought and more is expected to be. 


INTERCOASTAL—The Atlantic coast mar- 
ket continues quiet, with space hard to get, 
but c.i.f. prices are easier. Some mills that 
have space are looking for orders. It is 
understood that lumber is moving off the 
eastern docks faster. Mill prices are little 
changed. 


CALIFORNIA—This is an off season for 
lumber. Space is much easier, and instead 
of being held for $7.50, can now be obtained 
for $6. 




















have advanced 5-15 cents. A tremendous cur- 
tailment over the Fourth helped. Many coun- 
for No. 1 grades made the greatest improve- 
ment. Royals and other No. 1 grades are 
0,000 Feet — Day 
f R * Modern 
Facility 
Vertical-Grained CLEARS. K-D, 
Smooth-end-trimmed COMMON. 
LUMBER CORPORATION 
VERNONIA, OREGON 
SULLIVAN LUMBER CO. 
PORTLAND, OREGON 
FE i FACTORY 
YARD STOCK CLEARS 
SPRUCE, HEMLOCK, CEDAR, PINE 
WRITE US! AIR MAIL ONE DAY EACH WAY! 
Fits any saw mandrel. 
Cuts perfect grooves 


SHINGLES—In the past two weeks, prices 
try mills are still unable to run. Demand 
Scape 

Every 
Soft Old-Growth UPPERS and 
OREGON - AMERICAN 
TIMBERS 
Reliable Shippers 28 Years 
Dado Head t 
any width, with or 


across grain. Guaran- 
teed to do your work 
satisfactorily. 


SUPER- 
QUALITY 
SAWS 
Favorites for over 52 years. 


Today. write for catalog of 
complete Huther line. 


Huther Bros. Saw Mfg. Ce 


Rochester, N. Y. 
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Market News from Amle 


oversold. Nos. 2 and 3 Royals are scarce. 
No. 2 XXXXX stocks, which usually build 
up at this time, are not doing so; this item 
is purchased by farmer trade in the fall. 
Stocks of other 2’s and 3’s are average. 


EXPORT—A little inquiry comes from the 
United Kingdom for clears, merchantable and 
ties. The west coast of South America is 
inquiring, but the east coast is quiet. The 
Orient is more unsettled than ever; a very 
small volume moves to Shanghai and Japan, 
while South China is inactive. 


LOGS—Prices are unchanged. Inventory 
is very good for this time of the year, and 
ample for mill requirements. Lessened fire 
danger has permitted operations to continue, 
but the forests are still very dry, as no heavy 
rain has fallen for 45 days over much of 
western Washington. 


Tacoma, Wash. 


WEST COAST WOODS—The market this 
week began tu show definite signs of activ- 
ity. The principal improvement was in the 
rail-served middlewestern market, which 
has been comparatively inactive. Prices are 
good. Railroads are reported to be buying 
heavily. Sash and door manufacturers are 
busy on large Government orders for Alaska, 
Hawaii and the Panama Canal Zone, for de- 
fense materials. State restrictions on logging 
operations because of fire! hazard have been 
decreased and in many instances removed 
entirely. Camps throughout western Wash- 
ington are reopening for steady operation, 
although log supplies are still ample for all 
normal demands, 


Spokane, Wash. 


INLAND EMPIRE PINES—This week and 
the one previous there were big step-ups in 
orders and shipments. There is a demand for 
immediate loading, which can not be met. 
It is denied that the drop in prices last month, 
especially in Idaho selects, had anything to 
do with the increase of business. Manufac- 
turers feel that this demand, slow in coming 
because of the late spring and further de- 
layed by the European war situation, is the 
normal result of the heavy building program 
over the country. It is also felt by producers 
that the demand that will arise from the 
Government’s preparedness program, will as- 
sure good business the rest of the year. 


San Francisco, Calif. 


COASTWISE MOVEMEN T—The Pacific 
Lumber Carriers’ Association reports the 
movement of 76,926,000 feet of lumber dur- 
ing June, 1940, compared with 102,147,100 feet 
in May, and 72,930,600 feet in June, 1939. June 
distribution was as follows: 


Feet 

URC e TT Ce 19,630,200 
>. a ee 677,800 
I, eawae ocoe eeweSen ee es 620,000 
MEE TIOBUELG. 0.06 cscscicenees 660,000 
Ry SRE 6.6 00-0500 Dcepeeecee 52,310,000 
Seika canines peels 3,028,000 

TR cs cP aha ns hae lates Games 76,926,000 


June movement to Los Angeles was down 
17,572,500 feet from May; the San Francisco, 
down 3,036,800 feet, and the San Diego, down 
3,450,600 feet. During the first six months 
of 1940, 471,708,800 feet of lumber was moved 
from the Pacific Northwest to California 
ports, compared with 463,890,100 feet the 
previous year. The 1940 Los Angeles move- 
ment was up 1,834,700 feet from 1939; the 
San Francisco, down 5,274,100 feet, and San 
Diego, up 14,213,200 feet. 


DOUGLAS FIR—The local market is re- 
ported pretty strong, both in demand and 
price. Government buying for national de- 
fense works is the favorable element. De- 
mand for homes construction appears to be 
holding up. Yard stocks are said to be about 
-ormal, : 


Birmingham, Ala. 


SOUTHERN PINE—Mills report selling for 
the past two weeks more than ten times 
production, which was curtailed by contin- 
ued rain for ten days Shed stocks are be- 
ing picked up as rapidly as offered. Millions 
of feet of air dried dimension was sold. Most 
dimension and board mills are oversold for 
another two months. Prices stiffened. All 
No. 2 and better went up to June levels, No. 
2 flooring being an exception. Lower grades 
are still dragging around July 1 low. There 
was a wider spread between prices of Nos. 
1 and 2 dimension than for months; in 2x4- 
inch it was $3; in 2x10- and 2x12-inch, spread 
holds at an average of $8. Air dried boards 
did not advance as much as kiln dried. No. 3 
flooring and strips, 1x3- and 4-inch, are $14; 
1x6- and 1x8-inch S4S shiplap or S2S&CM 
is $17; 1x10- and 1x12-inch S4S is $19. No. 
2 flat grain flooring, 1x3- and 4-inch, is $18 
low; $22 high. In No. 1 or C the range is 
$32@38. Droppings, D grade, were $26. S4S 
finish, 1x4- to 1x8-inch, is $35 for C; $42 for 
B&better. Drop siding, partition and ceiling 
are in line with flooring. The 1x10- and 
1x12-inch have held at their July levels. 
Small timbers are strong. Car materials are 
sluggish but demand is gaining. 


Minneapolis, Minn. 


NORTHERN PINE—There has been a 
steady, but not great, increase in demand. 
Retailers report increased sales, but con- 
tinue hand to mouth buying. Many orders 
are for badly mixed lots, with speedy ship- 
ment specified. A heat wave has given 
impetus to a lagging corn crop, and farmers’ 
prospects have been much improved during 
the past two weeks, with the result that 
more repair work and modernizing are being 
undertaken in the rural districts. Some of 
the mills’ newly-cut stock is rounding into 
shape for market, and open spaces in stocks 
are being slowly filled in, although much of 
the new material will not be marketable 
until fall. Manufacturers report a steady de- 
crease in files of unfilled orders. Prices are 
firm, and if slight changes are made in the 
near future, they will be upward rather than 
downward. 


Kansas City, Mo. 


SOUTHWESTERN MARKET—Demand 
shifted into higher gear during the last 
week, as the first results of the Government’s 
buying for its defense program were felt. The 
Government placed orders for substantial 
amounts, the supplies to be used in the con- 
struction of encampments, air schools ete. On 
top of this encouraging news, residential con- 
tracts reached a new seasonal high in this 
area, and industrial construction went ahead 
at an active pace. Prices moved up as the 
buying took place. Mills have poor assort- 
ments, and a spell of rainy weather in the 
southern part of the district hampered pro- 
duction last week. Many mixed-car orders 
are being turned down; in other cases, ship- 
ments are pro-rated. The retail trade had 
not made much effort to build up stocks. Sev- 
eral line yards, however, placed orders to 
cover requirements up to October. This was 
the first real buying of consequence on the 
part of retailers. 


SOUTHERN PINE—The market has been 
active in the last two weeks. The small 
mills throughout the district instituted gen- 
eral price advances ranging upwards to $1. 
The big mills, however, have not yet fallen 
into line. There is a scarcity of No. 2 di- 
mension. Production is about unchanged, 
sales have increased, and shipments are in 
line with sales. Current demand appears to 
be for common grades. 


WESTERN PINES—Prices are steady, stocks 
at mills are about normal, and demand is 
fair. Production is currently in excess of 
sales, but mills still are working on their 
backlogs of orders. 


HARDWOOD—tThe market is dull. Sales 
are in excess of production because of cur- 
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tailment in output. Prices are fluctuating a 
little more than usual, but there have been 
no marked reductions noted. 


OAK FLOORING 





Firmness centinued. The 
demand for flooring for homes has been 
heavy. Many mills are still selling on the 
list issued late in May. There appears to 
be a distinct scarcity of all short-length 
items. 


DOUGLAS FIR—Demand has been heavy. 
Prices of 4- and 6-inch flooring and drop sid- 
ing have advanced $1 to $2, and dimension is 
up 50 cents. Mills are advising their sales- 
men and wholesale accounts that no conces- 
sions will be granted from the list, because 
of a sharp increase in orders. 


Houston, Tex. 


SOUTHERN PINE—With many items be- 
coming oversold, especially No. 2. shiplap, 
1x8-inch, No. 2 dimension, 2x4- and 2x6-inch, 
as well as several items, such as 1x8-inch 
shiplap and 2x6- and 2x8-inch dimension, 
the market has shown considerable strength. 
The railroads are coming in for bridge as 
well as car material, and many are still 
buying grain doors. There is practically no 
export trade. 





HARDWOODS—As many items are getting 
into short supply, the market is very strong, 
with prices being advanced $1 to $3. Oak 
flooring prices hold firm, with No. 2 very 
searce and having a tendency to advance. 


Shreveport, La. 


SOUTHERN PINE—Demand is coming 
from everywhere. Texas is in the market 
heavily. Kansas and Central States all the 


way to Ohio are all calling for stock, and 
the demand extends all the way up into 
New England and throughout the East. De- 
mand has stepped way up and most sales 
managers are “pretty well covered with or- 
ders.””. There has been a sharp increase in 
prices of almost all common yard _ stocks. 
Nos. 2 and 3 boards, 6- and 8-inch, are up 
$1 @ $1.50. No. 2 dimension is up $1, while 
2x6- to 2x12-inch, 12 to 20-foot, have gained 
$1 @ 1.50. Heavy rains greatly hamper 
woods work, and while rail-logging mills 


can keep going, truck-logging plants are in 


difficulty. Some items are therefore scarce 
and amounts of them that will be included 
in mixed cars are restricted. 


SOUTHERN HARDWOODS — There has 
been continued improvement in the market. 
Flooring mills are taking considerable oak, 
and prices have stiffened on Nos. 2 and 3. 
There is plenty of business in sight for all 
the shipping-dry stock available. Even ex- 
port business is picking up, the United King- 
dom buying oak, gum and cottonwood in 
considerable volume, the British government 
furnishing bottoms. Production is running far 
behind sales, so stocks are all shot to pieces. 


Warren, Ark. 


ARKANSAS SOFT PINE—It has continued 
to rain steadily, and a serious shortage of 
logs has forced curtailment of production, 
While-in most sections the rain doesn’t stop 
long enough to permit loading lumber, so 
shipments are being held up. Customers are 
clamoring for car numbers, and orders being 
offered are 90 percent for quick shipment, 
which most mills find it impossible to give. 
Prices are advancing on some items, and 
sharp mark-ups are expected on others in 
the near future. Special price lists are being 
cancelled, and all offers by mills are being 
made “subject to stock and subject to prior 
Sale.” Dimension in 2x10- and 2x12-inch, all 
lengths, is exceedingly scarce, and 2x8-inch 
is very scarce in anything longer than 
12-foot. Manufacturers are hesitant to sell 
on the present market. 


SOUTHERN HARDW Continued 
rains have greatly. hindered the drying of 
hardwood in this section, with the result 
that the scarcity of items in heavy demand 
is becoming more acute. There is no evi- 
dence of price cutting, and little tendency of 








buyers to shop around. Inquiries indicate 
there will soon be quite an increase in the 
volume of hardwood business placed gener- 
ally, especially by the furniture makers, 
who are optimistic as a result of their re- 
cent shows. Inquiries run heavily to 4/ and 
8/4 No. 1 common and better quartered sap 
and black gum. Buying is still largely hand 
to mouth. 


Memphis, Tenn. 


SOUTHERN HARDWOODS 
has continued to strengthen, 
running at about 75 percent of normal pro- 
duction capacity. Most of the current sales 
are of lower grades of the better woods, and 
of the lower priced woods, such as cotton- 
wood cypress and sap gum. The buying is 
nearly all for domestic consumption, al- 
though a small quantity of lumber still is 
going overseas. Furniture and radio cabinet 
makers are taking a great part of the better 
woods, and box and crate makers most of 
the cheaper woods. Prices on many items 
are up $1 to $3. Continued rains have made 
forests a quagmire, and in some sections no 
logging has been done for nearly a month. 


OAK FLOORING—Sales last week were 
said to have been the largest in almost a 
decade. Shipments were high too, as whole- 
salers and yards are calling for deliveries. 
Flooring prices are up $1 to $3. Flooring 
manufacturers are said to be paying $31, $27 
and $21 for mixed flooring oak. 


Norfolk, Va. 


NORTH CAROLINA PINE re has been 
a decided change for the better in demand, 
not only from the export but also the domes- 
tic market. Exporters who have large con- 
tracts for pine framing and rough box 
boards, are having more and more difficulty 
in buying good, dry stock; their purchases 
during the last two months have advanced 
prices of items badly needed abroad. The 
Federal Government is buying a tremendous 
amount, and in a territory embracing ten 
miles from Norfolk is going to spend over 
fifty million dollars. Domestic retail yards, 
industrial concerns, and box men have come 
on the market, and inevitably want quick 
shipment. First class pine lumber, dry or 
green, is scarce. Many retail yards in the 
South have been depending on small mills 
for B&better and No. 1 pine, but this source 
of supply is drying up. Box manufacturers 
had been able to buy a lot of lumber at very 
low prices, but a lot of good air dried and 
kiln dried rough box lumber is now being 
exported at more attractive figures. There 
has been a noticeable increase in the demand 
for mixed cars of dressed framing, in addi- 
tion to the export demand for 2x6-, 2x8-, 2x7-, 
2x9-, 3x6- and 3x8-inch. There has also been 
an increase in the demand for air dried 
roofers and dressed sheathing. Dressed fram- 
ing today is $1 higher than it was one week 
ago. Air dried roofers have advanced to $14 
for 4-inch; $18 for 6- and 8-inch; $17.50 for 
10-inch; and $18.50 for 12-inch, f.o.b. cars 
Georgia Main Line rate. Demand is strong, 
and further mark-ups are expected. 


Baltimore, Md. 


NORTH CAROLINA PINE—AI]I local yards 
are benefiting from the gain in home build- 
ing. Box plants continue busy. Withdrawals 
of stocks are as rapid as additions, with the 
price range not materially changed. 


LONGLEAF PINE—-Demand for larger sizes 
maintains the volume of business. Stocks are 
sufficient to take care of local needs, but 
excesses are avoided. 


WEST COAST WoOoODS—Calls for. fir, 
spruce, Ponderosa pine and other species are 
undergoing a gradual expansion. Transpor- 
tation facilities have improved, and stocks 
on hand here seem to suffice for current 
wants. 

HARDW OODS—The movement continues at 
recent levels and shows little influence of in- 
dustrial purchases for defense needs. The 
price level remains about the same. There is 
little exporting. 
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“20” is the Number 


Booth-Kelly Douglas Fir is the VERSA- 
TILE ALL-PURPOSE lumber — tough, 
hard, with good nail-holding ability and 
freedom from pronounced warp. It is 
cut from our own old-growth timber, 
carefully seasoned, accurately manufac- 
tured in the modern mills of Booth- Kelly. 
When you handle Booth-Kelly Certified 
Lumber, both you and your customer 
can KNOW just what you're getting. 
For each piece bears the mark of ''20," 
Booth-Kelly's pledge of superior quality 
and careful manufacture; also it bears 
the Association marks, guarantees of 
proper grading. 


Booth-Kelly Douglas Fir DIMENSION, 
FINISH, FLOORING, MOULDINGS, 
CEILING, DROP SIDING, STEPPING, 
CASING, BASE. Let us quote or fill 


an order for you. 


We are headquarters for Association Trade-Marked 
and Grade-Marked Douglas Fir Lumber. 





TWO MILLS—SPRINGFIELD & WENDLING, ORE 
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Eastern Trade News 


[F. J. Caulkins] 


Boston, Mass., July 22.—The New England 
market is in somewhat of a quandary, chiefly 
as to just how soon the swelling demand for 
lumber in connection with the preparedness pro- 
gram is to absorb surplus offerings as an offset 
to the laxness in demand from home builders 
and therefore retail yards. Price levels have been 
firmly held in spruce. The weakening in west- 
ern fir and hemlock which was in evidence 
through June has been halted and reversed, as 
heavy receipts in May and June have been fol- 
lowed by the smallest July total of any month 
in the past ten years, with the exception of 
brief periods when marine or longshoremen’s 
strikes in 1934 and ’35 stopped the movement of 
lumber from the West Coast. Total deliveries 
at Boston in July to date consist of a single con- 
signment of 220,616 feet, which came in a regu- 
lar liner, and at the lumber terminals it is noted 
that no further arrivals are listed to the end 
of the month. Compare this with the June 
deliveries of approximately fourteen million 
feet and the effect upon the market is obvious. 


Industries Expand for Defense 


The construction of homes in the metropolitan 
Boston area is running largely to the lowcost 
type in the price range between $3,000 and 
$5,000. The State FHA director advises that 
there are 500 of this type, mostly frame dwell- 
ings, going up at the present time in the Boston 
area. In June, applications at his office for 
new homes were 40 percent greater than in the 
same month last year. and the increase in dollar 
volume was approximately $147,000. At the 
industrial centers both in Massachusetts and 
Connecticut plans for the modernization of old 
and the building of new plants in connection 
with the preparedness program are rapidly tak- 
ing shape. Hartford is out front with a big 
addition to one of the insurance buildings, while 
at East Hartford the great aircraft plant of 
Pratt & Whitney is to add a series of new build- 
ings at a cost of well over eight million dollars. 


WEST COAST WOODS—The current vol- 
ume of new business in the form of mill- 
shipment schedules is disappointingly small 
but by reason of a sharp drop in receipts by 
water thus far in July with practically no 
consignments listed to arrive during the next 
two weeks, a definite gain of 50 cents to $1 
has occurred in c.i.f. delivered prices at Bos- 
ton docks. This reversal from the down- 
ward trend of two and four weeks ago is 
the result of a combination of factors which 
include advances at the mill end, a con- 
tinuing shortage of ship space, and the pass- 
ing of high tension “jitters” which caused 
a sharp drop in prices through June due to 
the arrival of heavy consignments of unsold 
parcels. There were sales two and three 
weeks ago at the $10 discount from page 16 
of West Coast list No. 33, but most sales then 
were at $9.50 discount. The range today is 
from $8.50 to $9. In this situation the yards 
are placing orders cautiously, as there is 
very little ship space available for earlier 
than September loading. They are drawing 
heavily upon spot stocks at the terminals 
and wholesale yards, until today there is less 
than a million feet of boards and not over 
three million feet of dimension and timber, 
unsold, at the lumber terminal. This stock 
is rapidly disappearing, and fresh arrivals 
in July are about nil. Most sales of boards 
have been at $27.50@28 for 2’s, but some 
holders have pegged the price to $28.50. For 
No. 3’s the low price has been $24.50, with 
most sales at $25@25.50. 


EASTERN SPRUCE—The buying activity 
of industrials noted two weeks ago has ap- 
parently encouraged the yards to anticipate 
their seasonal requirements, for they are 
more active in the market. Offerings are 
limited, as a number of Maine mills have 
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been shut down to await the upward surge 
of industrial demand, while the Provincial 
mills have little surplus for the American 
markets after meeting the pressing calls for 
shipments to England and for military uses 
in Canada. There is a rapidly developing 
searcity of dry spruce at all mill yards. The 
price list is held in a steady position, with 
the smaller scantling sizes, 2x3- to 5-inch, 
and 3x4- and 4x4-inch, at $35 delivered at 
Boston rate points, and up to $42@43 for the 
2x10- and 12- inch. Dry boards are active 
and well sold up at $35@36 for the 1x4- and 
5-inch, $39 for 6- and 7-inch, $40 for 8- and 
9-inch, and $43 for the 10- and 12-inch. The 
larger mills hold 2- and 38-inch bundled 
furring at $32@33, but there are offerings 
from the smaller mills at $30@31. 





LATH AND SHINGLES—More spruce lath 
are moving, with the 1%-inch size at $3.50, 
and the wider size, used chiefly at interior 
points, selling at $4@4.15 delivered at Bos- 
ton rate points. The supply of all grades 
of eastern white cedar shingles below extras 


is scant, and the demand, particularly at 
shore and resort points, is pressing. Extras 
are held at $4.25@4.30 delivered, with the 


clears at $3.85 and the 2nd clears and clear 
walls at $2.90@3. The low grade of extra 
No. 1, used chiefly on shore cottages, is very 
active at $2.25 per square. Local sales of 
West Coast red cedars are limited, but the 
British Columbia shippers appear to be over- 
sold on 18-inch No. 1 Perfections, and the 
16-inch No. 1-5X, and all orders for these 
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two grades are subject to acceptance at mills, 
and at a slight price advance, bringing de- 
livered prices to: Perfections No. 1, $4.51 per 
square; No. 2, $3.84. For the 5X No. 1 the 
price is $4.11; No. 2, $3.46, and No. 38, $2.82. 


EASTERN HARDWOODS — Demand from 
furniture plants and woodworking factories 
is fully equal to the present and prospective 
supply of maple and birch, but at the moment 
the mills are booking very little business in 
maple from the heel shops. The latter are 
making a late start on the fall season and 
will not begin operations much before Aug. 1. 
If there have been any transactions in heel 
maple they have not come to the surface. 
Most shippers hold 2-inch full-length plank, 
to grade No. 1 common and better, kiln dried, 
at $72@75, and for the short cross-cut stock 
the price range is $80@85. There have been 
few if any purchases of Ponderosa or sugar 
pine for the novel wedge heels so popular 
last year. Some feel that they will not have 
a long run. The maple and birch mills have 
all the business from the furniture plants 
that they can comfortably handle and for 
kiln dried they are firm at $90@95 for both 
4/ and 5/4, with the 2-inch maple strong at 
$105. 

PINE’ BOXBOARDS—tThe supply of inch 
round edge is not excessive, and demand 
from the box shops is at the season’s peak. 
A lot of fairly wide boards will be held as 
high as $15@16 f.o.b. the mill yard, with the 
narrower lots selling down to as low as $12 
and even $11. Leading manufacturers are 
joining with Government officials in efforts 
to dispose of the huge stock of square edge 
pine salvaged from the logs felled in the 
September, 1938, hurricane. In the mean- 
time the market for square-edge native pine 
is overstocked and prevailing prices are un- 
settled. 


Committee to Prepare Plan For 


Salvage 


Boston, Mass., July 22.—A very practical 
move, and one which promises excellent results, 
was made last week at the Boston headquarters 
of the Timber Salvage Administration in 
Chauncey Street. Federal Director John F. 
Campbell, of the Forest Service, following the 
unsuccessful attempt to dispose of 500,000,000 
feet of square edge pine lumber, piled at hun- 
dreds of locations in New England, and for 
which bids had been invited, at a minimum 
price of $22.50 per thousand feet, has called 
into conference leading producers and merchan- 
disers of this type of lumber in an effort to 
develop a program that would place the dis- 
posal of it upon a purely commercial basis. The 
emergency investment by the Government in 
salvaging this hurricane-felled timber, plus a 
final payment of 10 percent to the log vendors, 
formed a basis for fixing costs of the lum- 
ber product, but, when offered for disposal 
to lumber distributors, only competitive values 
of the stock in open market could be made to 
apply, regardless of the yield to the Govern- 
ment or to the original log vendors. At the 
invitation of Director Campbell, the following 
group of leading trade officials and operators 
gathered at Salvage headquarters on Wednes- 
day to develop ways and means for the disposal 
of this lumber: 

Dr. Wilson Compton, Washington, manager 
National Lumber Manufacturers’ Association; 
A. N. Frederickson, Newark, N. J., Atlantic 
coast manager Weyerhaeuser Sales Co.; K. 
M. Hancock, Casco, Me., Owen Johnson, Man- 
chester, N. H., and Secretary Ernest R. Brod- 
erick, of Northeastern Lumber Manufacturers 
Association; President J. A. Currey, New 
York, and Vice president Farnham W. Smith, 
of Boston, representing National-American 
Wholesale Lumber Association; S. B. Fessen- 
den, Townsend, Mass., president New Eng- 
land Lumbermen’s Association; Hugh Mc- 


Kenna, Boston, and J. M. Cheney, Biddeford, 
Me., of Diamond Match Co.; D. M. Osborne, 
Blanchard Lumber Co., Boston; Harry B. Ellis 
and W. P. Gunn, of Garrettson-Ellis Lumber 


Disposal 


Co., Springfield; Henry E. Cushman, Plunkett- 
Webster Lumber Co., New Rochelle, N. Y.; 
Edward W. Treen, Kennett Co., Conway, 
N. H.; Sherman Adams, Parker-Young Co., 
Lincoln, N. H., and Joseph G. Deering, Bidde- 
ford, Me. 


Following a brief conference with Director 
Campbell, at which the scope of this merchan- 
dising problem was clearly outlined, the visit- 
ing lumbermen held an afternoon session which 
lasted two hours and resulted in the selection 
of a committee composed of three eastern lum- 
ber producers, Owen Johnson, K. M. Hancock 
and S. B. Fessenden, and three wholesale dis- 
tributors, J. A. Currey, Harry B. Ellis and 
David M. Osborne, with J. A. Currey chosen 
as chairman. This committee will proceed at 
once with the preparation of a plan, the de- 
clared purpose of which will be to enlist the 
loyal interest and efforts of leaders in the 
distribution of New England pine lumber, in 
finding an outlet for, and clearing the market 
of this surplus. The plan must then be sub- 
mitted to and secure the approval of Forest 
Service officials and of the Reconstruction Fi- 
nance Corp., which made the emergency loan 
of $12,000,000 following the devastating hur- 
ricane which swept New England in September, 
1938. The Currey committee will submit its 
proposals within a few days and, if approved 
by Washington authorities, the plan may swing 
into operation early in August. 


If this co-operating group of lumbermen 
succeeds in disposing of the sawed lumber, 
the Salvage Administration must still find an 
outlet for several hundred million feet of logs 
held in ponds. Director Campbell has the 
‘approval of Washington officials of his plans 
for disposing of logs to industrial and wood- 
working plants, also he will accept orders 
from the box factories for schedules of logs 
at a fixed grade price, same to be cut into 
round edge box lumber at Government mills at 
cost. 
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NEW YORK, N. Y. 


Transactions in lumber in and about this 
metropolitan market have been hesitant, and 
limited thus far in July, but the downward 
swing of prices, particularly for West Coast 
fir and hemlock, has been definitely halted and 
there has been an actual gain of at least 50 
cents from the quotations of two weeks ago, 
both for mill shipment orders and for transit 
lots and spot stocks at the local terminals. 


The discount from page 16 of West Coast 
list 33, for either fir or hemlock schedules, 
c.i.f. for direct mill shipment has, within a 
week, moved back from $9@9.50 to $8.50@9. 
Through June, holders were somewhat 
panicky, as there were free arrivals of un- 
sold lots and pressure to sell coupled with 
buyer resistance, so the price level became 
unsettled, with the discount moving up to 
$10 and even to as high as $10.50, at which 
figure one large local buyer closed for one 
of the heaviest schedules of the year to come 
forward as fast as space can be secured. 
Loading well along into September is the 
earliest that most offices here are able to 
offer. On that account, and by reason of the 
rapidly swelling call for lumber in connec- 
tion with the defense program, distributors 
here express confidence that the present trend 
toward higher prices for West Coast lumber 
will continue through this latter half of the 
year. Heavy arrivals of boards through June 
caused slight price weakness, but the market 
today is quite steady at $28@28.50 for No. 2, 
and $25.50 for No. 3, though there have been 
pressure sales of 2’s as low as $27, and of 3’s 
down to $24.50. These lower prices have dis- 
appeared during the past week. 

There is more active inquiry for eastern 
spruce, but offerings are limited and, with 
mill prices very firm and tending upward 
rather than in the other direction, there have 
been few and unimportant bookings, chiefly 
for carload lots. For delivery by rail at 
Harlem River rate points, most sales of 
smaller dimension sizes—2x3-, 4- and 5-inch 
—are at $36.50@37, and up to $44@45 for 
the 2x10- and 12-inch. Dry stock on the 
eastern mill yards is very scarce. This is true 
also of boards, both at the Maine and Pro- 
vincial mills, with the 1x4- and 5-inch uni- 
formly held at $36@37.50, the 8- and 9-inch 
at $41.50@42, and the 10- and 12-inch at 
$44.50@45. The few lots of Canadian dimen- 
sion available for water shipment are offered 
at $38@39.50, with the random sizes at 
$1.50@2 less. There is a plentiful supply 
of sailers at $4@4.25 from Bay of Fundy 
ports to New Yerk, but a real scarcity of the 
small motor boats that usually load from 
75,000 to 125,000 feet at a rate 50 to 75 cents 
above the sailers. The most active buyers 
at the moment are the larger industrials, as 
they remodel and expand plants in connec- 
tion with the preparedness program, which is 
now going ahead at most industrial centers. 


Home and Industrial Building Active 


In the better residential sections the build- 
ing of private homes is bringing very little 
new business to the yards, though there are 
several promotional developments south of 
Garden City on Long Island and at points 
in nearby Connecticut where large areas have 
been landscaped and homes are being built 
in the price range from $10,000 to $50,000. 
Construction activities in this metropolitan 
area, however, are confined chiefly to housing 
projects in the price range from $4,000 to 
$6,500, and in this field the volume is large, 
confined chiefly to points in upper Long 
Island and in eastern Jersey. Many of these 
projects have recently been listed in this 
column. A developer has just purchased 200 
house lots in Franklin Square, L. I. and will 
have a number of model homes ready for 
occupancy within a month. Plans have been 
filed and work started on 300 homes at St. 
Albans in Queens County, while at Forest 
Hills an initial group of thirty dwellings of 
a planned 100 are now in frame. At the State 
Homes development in Flatbush fifty homes 
are now in process, of a total of 98 1- and 
2-story dwellings that are to be built. Over 
in Jersey one developer at Lake Hiawatha 
is so convinced that building material prices 
are to be higher that he has placed orders 
at current prices for delivery next spring, for 
use in 200 houses, work upon which will 
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then be started. In New Jersey, however, 
industrial building is of greatest current im- 
portance. For plant improvement and exten- 
sion in fourteen counties, plans were filed in 
June for 57 projects to cost $1,099,265. The 
number is about three times the average in 
June in the past twenty years and the esti- 
mated cost is more than double. Lumber 
dealers anticipate a strong demand for stag- 
ing timber and plank through the rest of 


the year. 
Buffalo, N. Y. 


The lumber trade, while not brisk, is bet- 
ter than in some recent years at this season, 
and a fairly large amount of home construc- 
tion is being reported from suburban sec- 
tions. It is generally felt that within a 
short time trade will improve as the result 
of defense purchases. Already the influence 
of unusually large Government buying of 
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southern pine has brought about an advance 
in that wood, especially on flooring. It is 
believed that other woods, particularly fir, 
will show the effect of these large purchases. 


HARDWOODS—Demand has not shown any 
particular improvement of late, and buying 
is mostly to cover urgent needs. Not much 
immediate change for the better is looked 
for. It is believed that Government buying 
will bring about a more active and stronger 
market within a few weeks. 


WESTERN PINES—The market is not 
showing much activity, though inquiries from 
industrial concerns are on the increase. Re- 
tailers are inclined to hold off. Prices are 
about steady. 


NORTHERN PINE—The market holds firm, 
owing to the fact that no surpluses are now 
being offered. The Canadian mills are get- 
ting many orders at home and their stocks 
are considerably broken. 
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TOP Lyctus Beetles! 


Lyctus and other powder post -beetles, through their 
attack on the seasoned sapwood of ash, oak, hickory and 
other common hardwoods, are responsible for a loss of 
approximately $18,000,000 every year to lumber dealers 
and manufacturers of finished millwork. 


Four years of experimentation with Permasan (formerly 
Monsanto Permatol A) indicate that much of this costly 
waste can be eliminated by early treatment of the season- 
ed wood. Permasan is a solution of pentachlorophenol in 
solvent oils and has been found to be effective in killing 
“live worms” of the beetles in infested wood, as well as 
preventing new infestation of uninfested seasoned wood. 

For information regarding your specific problem, in- 
quire: MONSANTO CHEMICAL COMPANY, St. Louis, U.S. A. 
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C. H. Krager, of the Krager Millwork & 
Lumber Co., Baltimore, has been on the sick 
list for some weeks with sinus trouble. 


E. A. Frost, president of the Frost Lumber 
Industries, Shreveport, La., was an alternate 
delegate to the Democratic convention in Chi- 
cago. 

C. R. Kelleran, president of the Trotter-Kel- 
leran Lumber Co., Buffalo, left July 23 for a 
ten-days’ fishing and sailing vacation at Cohas- 
set, Mass. 


R. M. Conarro, supervisor of the U. S. 
Forest Service in Mississippi, has been named 
fire assistant to the eighth regional forester at 
Atlanta, Ga., and is filling the post. 


Albert J. Phinney, president of the Lroquois 
Door Co., Buffalo, and his wife and daughter 
are spending the season at their summer home 
at Cape Vincent on the St. Lawrence River. 

Henri Mohar, formerly associated with the 
J. N. Bach Lumber Co., Fairbury, Ill., has re- 
cently become sales manager for the Kent Lum- 
ber Co. yards in Minonk, Flanagan and Gridley, 
Ill. 

H. Morton Jones, president of the R. T. Jones 
Lumber Co., has been elected a director of Fair 
haven Village, Inc., which has been organized 
to construct a $5,000,000 apartment project at 
Buffalo. 


Deer Park Lumber Co., Deer Park, Wash., 
is producing and marketing in the western 
States a pre-fit window and frame. The entire 
unit ready to set right into the job is shipped 
to the dealers in cartons. 


Roy Sharp, formerly a prominent Tacoma, 
Wash., lumberman and more recently engaged 
in the lumber business in Issaquah and in 
Seattle, has disposed of his Seattle store and 
assumed active charge of his Bremerton, Wash., 
business. 


Ralph Coe, owner of the Rosebud Lumber & 
Coal Co., Winner, S. D., was injured early in 
July when lightning struck a radio aerial on the 
roof of the building. Part of the shock was 
received by Mr. Coe, who was using an electric 
appliance. 


J. H. Moore, manager of W. F. & J. F. 
Barnes Lumber Co., at Hamilton, Tex., presented 
the local Lions Club with a large American flag 
at the group’s recent meeting. The meeting 
was closed by a salute to the flag and a reso- 
lution to close all meetings similarly. 


Reorganization of the J. M. Martin Lumber 
Co., Wilburton, Okla., was effected to separate 
a retail hardware and lumber business from 
wholesale lumber sales and millwork. FE. H. 
Smallwood, part owner of the retail business will 
manage the store, and J. W. Martin will direct 
operation in the mill and wholesale yard. 


Employees of the Hayward Lumber & In- 
vestment Co., Delano, Calif., had their thir- 
tieth annual picnic recently. Service pins were 
received by Arthur Post, office manager for 
twelve years; Claude Clark for ten years of 
work, and Cecil Dyar and Jack Richardson for 
five years of service. 

Among lumbermen attending the Democratic 
convention was Q. T. Hardtner, secretary 
of the Urania Lumber Co., of Urania, La., who 
was one of the State’s delegates. Mr. Hardt- 
ner was in the minority group in the Louisiana 
delegation’s caucus voting against a third term 
for President Roosevelt. 


William E. Hassinger, vice president of the 
Bristol (Tenn.) Builders Supply Co., Inc., and 
Mrs. Hassinger have returned home after a 





week at the New York World’s Fair. The 
lumberman was particularly impressed with the 
“shelter area” where the latest techniques, ideas 
and materials of the building industry are 
effectively displayed. 

Robert F. Hofheins, secretary of the Am- 
Mex Sales Co., Buffalo, has been elected treas- 
urer and director of the Oregon Plywood Corp., 
Portland, Ore., a new $250,000 corporation en- 
gaged in the production of plywood products. 
Mr. Hofheins has purchased an interest in the 
company, which is constructing a new plant in 
Sweet Home, Ore. 





New Sales Promotion. Manager 
Appointed by Celotex Corp. 


The appointment of M. D. Grow as sales 
promotion manager of The Celotex Corp. of 
Chicago, has just been announced by Henry 
W. Collins, vice president in charge of mer- 
chandising. He suc- 
ceeds G. D. Andrews, 
recently resigned. 

Mr. Grow will be in 
charge of the promo- 
tional program which 





M. D. GROW 
Chicago, Ill. 


Sales Promotion 
Manager 





the company carries on 
in behalf of its dealer 
organizations. This in- 
cludes assistance in 
sales presentations and 
equipment, displays, 
contests and consumer 
meetings. 

Mr. Grow has had extensive experience in 
promotional work in the building and home 
appliance field. He served as sales training 
director, specialty appliance sales department, 
General Electric Co., Cleveland, Ohio, later as 
sales promotion manager, Rex Cole, Inc., New 
York, N. Y., and more recently was assistant 
advertising manager, United States Gypsum 
Co., Chicago. 





The list of Buffalo Chamber of Commerce 
committees, lately announced, contains the 
names of three lumbermen. Lawrence N. Whis- 
sel is on the construction and housing commit- 
tee; H. Morton Jones is on the industrial 
development and mobilization committee, and 
Henry Adema, as for several years past, is on 
the transportation committee. 


W. M. Ritter Lumber Co. and Red Jacket 
Coal Corp., through Landon C. Bell, general 
counsel, recently announced the appointment, 
effective Sept. 1, of William B. Hogg of Wil- 
liamson, W. Va., as assistant general counsel 
for these companies. Mr. Hogg is a member 
of the West Virginia Bar Association and is 
well known in the legal profession. 


The Russell & Pugh Luinber Co., Springston, 
Idaho, contrary to usual custom is operating 
two shifts. Heavy demand from the mining 
companies in the vicinity has necessitated the 
heavier production for this company in order 
to supply the fir and larch lagging and items 
that the mining companies use. All of , its 
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pine products are marketed to the eastern 
trade. Russell & Pugh Lumber Co. is a 
pioneer of the Lake Coeur d’Alene district hav- 
ing operated there for the past forty years. 


Weyerhaeuser Timber Co. golfers defeated 
their traditional rivals of the Long-Bell Lum- 
ber Co. in the annual inter-plant match at 
Longview, Wash., last week. However, Long- 
Bell golfers gained some consolation by shoot- 
ing the best golf of the day. R. B. Sackman 
of Long-Bell won low gross with a 72 and 
Stanley Dick, also of Long-Bell, was second 
low with a 76. 


Van C. Kelly, proprietor of the millwork 
manufacturing and retail lumber business carry- 
ing his name at Austin, Tex., was featured in 
a three-column biographical picture sketch in 
the July 9 issue of an Austin newspaper. 
Among the facts listed were his start in the 
lumber business in 1903 with William Cam- 
eron & Co. at San Angelo, and the organiza- 
tion of his own firm in 1931. 


Recent visitors to the Buffalo lumber trade 
included: C. W. Hornibrook, sales manager, 
Ewauna Box Co., Klamath Falls, Ore.; E. N. 
White, sales manager, Southern Lumber Co., 
Warren, Ark.; L. W. Rick, Pittsburgh repre- 
sentative, Weyerhaeuser Sales Co., St. Paul, 
Minn.; Harry O. Geary, New York representa- 
tive of Red River Lumber Co., Westwood, 
Calif. 


E. C. Wert, sales manager of Long Lake 
Lumber Co., Spokane, Wash., reports business 
in good volume. The company has _ recently 
discontinued accepting orders for stopover cars 
from the coast because of congestion in load- 
ing and surplus orders on hand. This com- 
pany in addition to lumber production is an ex- 
tensive manufacturer of pine millwork prod- 
ucts such as frames, trim and moulding. 


On July 9, David A. Hyer became associated 
with George L. Felter in the latter’s wholesale 
lumber business at 916 Packard Building, 
Philadelphia. Mr Hyer, former secretary and 
sales manager of C. C. Coolbaugh & Son Co., 
Philadelphia, and vice president of the Phila- 
delphia Wholesale Lumber Dealers Associa- 
tion, will be in the territory now covered by 
Mr. Felter. Mr. Hyer is a past president of 
the Philadelphia Lumbermen’s Exchange. 


Sixty members of the conservation class at 
Monticello (Ark.) A. & M. College recently 
inspected the plant of the Bradley Lumber Co., 
Warren, Ark., and collected data for a theme. 
The class was concerned chiefly with the manu- 
facturing division of the company. The stu- 
dents saw the planing mill, flooring mill and the 
furniture and dimension plant. At the dressed 
lumber sheds they were shown the varying 
grades of wood, and some uses of each. 


Frank L. Drennan, for 31 years one of the 
leading business men of Winterset, Iowa, has 
sold his lumber and building materials busi- 
ness to the Eclipse Lumber Co., which has 
general offices at Clinton, Iowa. Mr. Drennan’s 
retirement is being dictated by ill health. FE. J. 
Moravec, who has been associated with the 
Eclipse Lumber Co. for a number of years, has 
been appointed manager of the Winterset yard. 
He has been manager of the company yard at 
Prescott, Iowa, for the past twelve years. 


Jack Knaggs, lumberman and millwork spe- 
cialist who is the Ohio district fieldman for the 
Long Lake Lumber Co. and Spokane Pine 
Products Co. of Spokane, Wash. returned to 
his home in Cleveland, Ohio, last week after 
spending six months at the mills and factory at 
Spokane. The Long Lake Lumber Co. and 
Spokane Pine Products Co. affiliated concerns 
are extensive manufacturers of Idaho white 
and Ponderosa pine lumber, window and door 
frames and factory products. Mr. Knagegs has 
heen connected with the sales departments of 
these companies for the past seven years. 


The retirement of Jim Swartslander from 
the J. M. Harlan Lumber Co. at Indianola, 
Iowa, reveals the fact that he has been em- 
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ployed over a longer period by one firm than 
any other employee in the town. He had been 
with the firm 43 years, but had worked for 
the lumber company much longer, as he was 
employed prior to that by a dray line that 
hauled lumber for the Harlan company. Mr. 
Swartslander says he hauled the lumber for 
every building on the Simpson College campus 
at Indianola, with the exception of the old 
chapel. 


Forty-one teachers and students of geography 
from Illinois State Normal University—the 
largest single party to visit lumber mills in 
the district since the opening of the current 
summer visitors’ season—toured the Long-Bell 
Lumber Co. plant in Longview, Wash., last 
week. The visit was part of an annual 42-day 
tour of the western United States, Mexico 
and Canada. Since the opening of the current 
summer tourist season, 563 persons from 28 
States, the District of Columbia, Hawaii and 
two Canadian provinces, have visited the Long- 


Bell mill. 


Philip Garland of Tacoma, Wash., vice presi- 
dent and general manager of the Oregon-Wash- 
ington Plywood Co., and his partner, Mrs. 
Eunice Cooney, also of Tacoma, have been 
adjudged winners of the Garland trophy, sym- 
bolic of the northwestern States championship 
for contract bridge. The trophy and cham- 
pionship were won at the recent Pacific Coast 
Bridge championships in Los Angeles and San 
Francisco, in which some 400 contract bridge ex- 
perts from 14 western States participated. The 
trophy which Mr. Garland and Mrs. Cooney 
won is awarded annually to the ranking con- 
tract bridge pair of the Pacific Northwest. 

Biles-Coleman Lumber Co., Omak, Wash. in 
line with keeping its plant facilities up to date 
is installing a new automatic stacker for the 
dry kilns using carrier packages on an H-O 
Tilt and Moore Dry Kiln stacker. For the log- 
ging operations the company has just purchased 
two new logging trucks, one a Kenworth, and 
one a GM C, both powered with Diesel motors. 
This company in addition to being an important 
producer of Ponderosa pine lumber has a large 
millwork factory in connection with its saw- 
mill plant and manufactures window and door 
frames, toy stock, pine furniture and many mill- 
work specialty items. R. L. McNett is pres- 
ident of this company and A. M. Aston is sales 
manager. 


Howard N. Mosher, manager lumber depart- 
ment, Lewers & Cooke, Ltd., Honolulu, Hawaii, 
Was a visitor in Seattle last week. Mr. Mosher 
has beer on an extended trip through the 
United States and before returning to his home 
will stop at a number of manufacturing centers 
hetween Seattle and San Francisco. While in 
Seattle, Mr. Mosher conferred with N. R. Jern- 
berg, manager of Lewers & Cooke Seattle of- 
fice. This company purchases large quantities 
of lumber from the mills of the Pacific Coast 
district. Mr. Mosher, a Honolulu Rotarian, 
visited the Seattle Rotary club where he heard 
Stewart Holbrook author of “Holy Old Mack- 
inaw” tell of the Washington State campaign 
for the prevention of forest fires. 





Veteran Employee Promoted 


Fort SmirH, Ark., July 22.—The promo- 
tion of Arthur Noe from the post of comp- 
troller to that of general manager of Dyke 
3rothers, building materials firm with head- 
quarters here, has been announced by Frank 
Dyke, one of the firm owners. Mr. Noe, long 
a Fort Smith resident, has been with the 
‘ompany 21 years. 

At the same time, Mr. Dyke announced the 
promotion of Bryan Jones to the post of sales 
manager for the company. He has been with 
the firm 19 years. 

Dyke Brothers operate in six States, Arkan- 
sas, Oklahoma, Texas, Louisiana, Tennessee and 
Missouri. 


22,000 Acres of Virgin Timber 
Bought in California 


Scotia, Ca.ir., July 20.—The Pacific Lum- 
ber Co. of this place has purchased large tim- 
ber holdings in the Yager and Lawrence creek 
section from the Dessert Redwood Co., Hicks- 
Vaughan Redwood Co., Hammond Redwood 
Co., and the Holmes-Eureka Lumber Co. The 
purchases give the Scotia mill 22,000 acres of 
untouched timber, which is sufficient to keep 
it operating for 20 years. 


Given Charge of Company's 
Heavy Construction Sales 


Announcement has been made by Frank 
IX, O’Dowd, vice president of the Edward Hines 
Lumber Co., and manager of the main yard and 
retail sales, of the appointment of Frank W. 
McNamara as assistant in charge of heavy con- 
struction sales. 

Mr. McNamara 
joined the Edward 
Hines Lumber Co., in 
April, 1923, as a mem- 
ber of the city sales de- 
partment, and _ subse- 
quently worked up 





F. W. McNAMARA, 
Chicago; 
In Charge of Com- 
pany’s Heavy Con- 
struction Sales 





through the organiza- 
tion to the position of 
manager of the Rose- 
hill yard. 

Last year, he di- 
rected the taking of 
Hines color film, “Pros- 
perity Through Home 
Ownership,” a _ record 
of the large building operations on Long 
Island, New York, which has been shown to 
over three hundred audiences in Chicago and 
suburbs. Mr. McNamara brings to his new 
position a wealth of experience, as he is known 
throughout Chicago as an expert in construc- 
tion matters. 


RETAIL YARD CHANGES 


Santa Cruz, Catir—George W. Wood, 
former manager of the East Side Lumber Yard, 
Santa Cruz, Calif., is now associated with the 
Hebbron Lumber Co. in the same city. His 
son, William, is also associated with the firm. 








Mr. PLeAsAntT, TeEx.—Announcement was 
made recently of the appointment of O. C. 
Lilienstern Jr., as manager of the Sessions 
Lumber & Supply Co. Mr. Lilienstern assumed 
his new duties July 3. 


Futton, Mo—Henry H. Wickell has been 
appointed manager of the LaCrosse Lumber 
Co., here to succeed the late Turner W. Rosser, 
who was with the firm for more than fifty 
years. Mr. Wickell has been with the firm 
for seventeen years. 


ABILENE, Tex.—S. R. Jackson of Paducah, 
Tex., has been appointed manager of the Hig- 
ginbotham-Bartlett yard in Abilene. He was 
formerly manager of a yard in Paducah, Tex., 
for the same company. Mr. Jackson’s family 
will soon move to Abilene. 


SEAVIEW, WasH.—W. M. Stanton has re- 
signed as manager of the local yard of Long- 
Bell Lumber Co., to operate a retail yard which 
he has purchased at Centralia, Wash. As a re- 
sult of his resignation, the following shifts in 
personnel of managers of Long-Bell retail yards 
have been announced by Manager Cy Sweet: 
Fred Ahrend of Cathlamet is being transferred 
to Seaview; H. C. Patterson of La Center, 
Wash., has been transferred to Cathlamet, 
Wash,. and Al Trout of Longview will succeed 
Mr. Patterson at La Center. 
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New Band Mill Begins Operation 


Battimore, Mp., July 22.—Richard P. Baer 
& Co., of Baltimore, announces that its new 
band mill located near Creswell, N. C., began 
operation July 15. This new plant has been 
erected under the direction of R. P. Baer, II, 
and is a modern 54-inch mill, fitted with many 
conveniences for the manufacture of hardwood 
and cypress lumber. 

These people have their mill site located on 
the Norfolk & Southern Ry., near Halsey, 
N. C., and will cut quality deep swamp gum, 
cypress, poplar, etc. This mill will be under 
the direction of Richard P. Baer, II, assisted 
by W. H. Bolling of Columbia N. C. 





Fills Order for Million Feet of 
1/85-Inch Veneer 


MELLEN, Wis., July 22.—The Penokee 
Veneer Co. recently cut an order of one mil- 
lion feet of veneer from birch logs at a thick- 
ness of one-eighty-fifth of an inch, the thick- 
ness of a government post card. This is the 
thinnest veneer ever cut at the Mellen mill and 
is believed to be the thinnest ever. cut in any 
quantity. tgs, 

The extra thin veneer was ciit on a new 
lathe the Penokee company installed early this 
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year. It was purchased primarily to fill orders 
for 1/64th inch veneer. 

The Penokee company has completed mod- 
ernization of its office which has been redeco- 
rated with ash veneer panels cut at the mill. 
Modernistic desks for office employees are made 
from the same material as the walls and ceiling. 





Latest Methods Employed at 
Northwest Operation 


NATIONAL, WASH., July 20.—Taking its tim- 
ber from the rugged and picturesque slopes near 
the base of famous Mt. Rainier, the Pacific 
National Lumber Co. with headquarters in 
Tacoma, Wash., has its operations at the town 
of National, seven miles outside the Mt. Rainier 
National Park. 

Whether it is the inspiration of the scenic 
grandeur of the location, the big old growth fir 
trees, or whether it is the attitude of the com- 
pany’s sales-minded president, E. W. Demarest, 
a visitor to this plant is impressed with the 
activity of the personnel to keep ahead of all 
competitors in shipping the finest looking prod- 
uct that high grade timber, modern equipment, 
and skilled lumbermen are capable of. 

The latest step in this 
direction is the manner 
of treating the ends of 
dimension lumber im- 
mediately after it has 
come through the 
smooth saw, double end 





An employee spraying 
the ends of a pile of 2x6- 
inch dimension to reduce 
end checking and add to 
stock's appearance 





trimmer and the planer. 
This process consists of 
spraying the ends of the 
lumber with a sealing 
solutions to as far as 
possible prevent end 
checking. 

The finishing step is branding the ends with 
the well known Pac-Nat mark which has come 
to mean to the trade good texture and high 
quality. 

Incidentally many buyers in the trade appar- 
ently appreciate the care with which this lumber 
is put out. Last month the company shipped 
over five and a half million feet. Manufactur- 
ing about five million feet a month, their order 
file is too big, and everybody from the president 
down to the bullcook is on the jump trying to 
keep from spoiling the record for prompt ship- 
ment. 

Also, it might be noted that this plant is 
unique among present day mills in that it can 
cut timbers up to 135 feet long, having both the 
logs and the equipment for this purpose. 





Old Company Dissolved 


CHARLESTON, Miss., July 22.—The final chap- 
ter of a saga that began in 1908 when the 
Lamb-Fish Lumber Co., the largest hardwood 
mill in the world, started operation here, will 
be written with the sale of the stately old 
clubhouse, the one remaining structure now 
owned by Turner-Farber-Love Co. of Mem- 
phis, successors to Lamb-Fish. 

More than 30 mill houses have passed into 
the hands of private owners. Many of them 
have been rehabilitated and fixed for long-time 
dwellings. The club house, a two-story frame 
building, fronts what was once a fine golf links 
and during the mill’s heyday, it was a meeting 
place for sportsmen of the South. The larg 
mill shut down here in 1928. . 
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California Briefs 


Preparatory to going out on the road for 
the firm, Ralph Lamon, son of F. R. Lamon 
of the wholesale firm of Lamon-Bonnington 
Co., San Francisco, is now familiarizing him- 
self with office details at the San Francisco 
headquarters. Since graduating from Uni- 
versity of California in 1938, Ralph has been 
gaining experience in California and Pacific 
Northwest mills. 


Recent visitors to California included: Ralph 
Dickman, owner and manager of the Dickman 
Lumber Co., Tacoma, Wash.; John I. Shafer, 
John I. Shafer Hardwood Co., Logansport, 
Ind.; W. L. Williams, manager, Portland of- 
fice of Hammond Lumber Co., Portland, Ore. 


The West Oregon Lumber Co., Eugene, Ore., 
has moved its San Francisco office from 1 
Drumm Street to the company’s new terminal 
tract at Evans Avenue and Toland Street. 
Lyle W. Vincent is district manager. 


Recent roving Californians included: Fran- 
cis G. Hanson, head of West Coast Screen Co., 
Los Angeles, visited Portland, Seattle, St. Paul, 
Chicago and New York; Frank Curran, Frank 
Curran Lumber Co., Santa Ana, vacationed in 





Chicago; William Marmion, San Gabriel Lum- 
ber Co., San Gabriel, went to the middle West 
and New York, and Leo T. Campbell, asso- 
ciated with Perry E. Canfield in wholesale 
lumber business in Burbank, Calif., called on 
connections in Kansas City. 


B. E. Bryan, president, Strable Hardwood 
Co., Oakland, Calif., recently made a_ three- 
weeks’ vacation tour of the Southwest cattle 
country, where he used to ride the range when 
a young man. Accompanied by his family, he 
visited sections of Arizona, New Mexico and 
Texas. 


Revised Fir Plywood Standards 


WasuincTon, D. C., July 22.—Acceptances 
having been received from a satisfactory major- 
ity of manufacturers, distributors and users, the 
revised Commercial Standard for Douglas Fir 
Plywood (Domestic Grades) (Fourth Edition) 
CS45-40 is effective for new production from 
Aug. 20. Printed copies of CS45-40 will be 
mailed on request addressed to Division of 
Trade Standards, National Bureau of Stand- 
ards, Washington, D. C. 


Stock Sash and Doors 


The June volume of stock sash, door and 
frame production dropped 4 percent below the 
May output, according to the National Door 
Manufacturers’ Association. Compared with 
June, 1939, last month’s operations represented 
a gain of 2 percent, the association announced. 
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Amemcanfiunherman 


Small Home Construction Gains 


(Continued from Page 39) 


$135,274,000 last month. The leading individual 
class in the residential field continued to be the 
one-family dwelling built by small home owners 
with the intention of living in their houses. 
That this class should bulk so large in the resi- 
dential total adds stability to the construction 
industry and optimism to the outlook for a 
continued high level of work. 

Public works and utilities contracts (92 pes- 
cent of which were publicly financed) showed 
a 17 percent increase in June over the corre- 
sponding month last year. 

Thomas S. Holden, vice president in charge 
of statistics and research of the F. W. Dodge 
Corp., said in commenting on the June record: 
“The high level of building activity recorded 
for June should dispel all remaining fear that 
the industry will, at any early date, suffer 
adversely from the economic displacements 
caused by the war. There may indeed be de- 
creases in certain classes of construction: for 
example, public improvements of a civilian char- 
acter—but such declines are likely to be offset 
hy gains in other categories. Manufacturing 
building, as one example, is likely to continue 
at a substantial level, reflecting the advance- 
ment of the preparedness program. Moreover, 
government projects for barracks, other defense 
buildings, are likely to bulk large in the total 
for the coming months. Industrial plant ex- 
pansion will undoubtedly create a large demand 
for industrial housing.” 





Frame Residence Costs 


Following are index numbers of construction 
costs (based on 1926-1929 average as 100), 
compiled by E. H. Boeckh & Associates (Inc.), 
Cincinnati, Ohio, covering frame residences: 


1929 1937 1938 1939 July 

Area— Ave. Avg. Ave. Avg. 1940 
Peers 82.7 79.0 81.6 82.8 86.1 
Baltimore ........ 107.2 88.8 91.9 938.5 98.3 
Birmingham ..... 91.7 80.5 86.3 87.8 90.4 
See 116.3 103.3 104.1 106.2 .109.9 
SS ee 109.2 104.8 107.9 110.6 115.5 
Cincinnati ........100.5 98.8 100.4 103.3 103.5 
Cleveland ........ 107.2 105.1 105.8 106.2 105.5 
>— a 103.1 89.9 91.2 95.1 96.7 
ee 95.0 111.9 109.0 112.1 108.4 
ae 103.38 93.9 97.1 98.8 101.1 
Kansas City ..... 100.3 95.8 102.5 104.4 106.7 
Los Angeles...... 92.7 93.4 89.7 93.6 94.9 
Mirnearnlis ..... 92.8 101.6 101.2 101.9 104.1 
New Orleans ..... 93.3 83.4 86.3 89.0 94.8 
New York City...133.3 110.5 118.9 122.1 123.6 
Philadelphia ..... 100.3 91.4 93.8 99.2 100.7 
Pitteburegn ....... 113.3 109.8 112.7 113.8 113.7 
BO 118.6 98.2 104.1 107.0 106.9 
San Francisco .... 87.7 96.7 97.7 99.2 98.6 
errr 84.5 92.6 96.5 96.7 97.5 





Sound FHA Construction With- 
stood Quake 


San Francisco, CAuir., July 20.—The im- 
portance of proper construction as a protec- 
tion for life and property was forcibly demon- 
strated in the Imperial Valley disaster of May 
18, when a severe earthquake leveled hun- 
dreds of homes and other buildings, and col- 
lected heavy toll in human life. 

Reporting on his observations, after an in- 
spection trip, E. A. Walsh, chief underwriter 
in the San Diego office of the FHA, writes: 
“On this inspection trip I saw, personally, 
more than 200 houses on which we have insured 
loans. I talked with many of the occupants 
of these houses. The great majority whose 
homes met little or no damage were high in 
their praise of better housing standards, par- 
ticularly when they were witnesses to the 
severe losses and casualties of their neighbors, 
who were less fortunate in regard to the types 
of construction used.” 

Another tribute to sound construction, as re- 


quired under Federal Housing standards, is con- 
tained in a report to the director of professional 
and vocational standards, written jointly by 
Assistant Secretary Calahan, of the State Board 
of Civil Engineers, and Deputy Registrar 
Bowdle, of the State Contractors License Bu- 
reau. They found: “A very large percentage of 
the older homes in Brawley were twisted off 
their foundations, with consequent interior and 
exterior damage. As to FHA jobs, inspectors 
reported that most, and possibly all, suffered no 
injury, not even plaster cracks.” 





USHA Pushes Defense Hous- 
ing; Will Postpone Tearing 
Down Slums 


WasuHincrTon, D. C., July 22.—Its program 
expanded to meet the pressing demand of na- 
tional defense, USHA is going full speed ahead 
to provide much-needed homes for war workers. 
Congress recently voted to let USHA build and 
operate projects directly as well as lend money 
to local housing authorities. USHA can now 
condemn land and lend all of the development 
cost of projects. Equivalent elimination (tear- 
ing down a slum house for every new one built) 
can wait until after the present emergency. 
Formerly, USHA could not build and operate 
projects directly, could not condemn land, could 
not lend more than 90 percent of the develop- 
nent cost of projects, and had to require equiva- 
lent elimination within a comparatively short 
time. Even though handicapped by shortage of 
funds, USHA is pushing its defense program. 
Thus far more than 150 communities all over 
the country have bombarded USHA for aid in 
the construction of homes for Army and Navy 
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personnel, or for civilians employed in vital 
defense industries. Administrator Nathan 
Straus has given assurance that there will be 
no “barracks” built. 





Manufacturer Is Licensed to 
Make Roofing Under New 


Process 


The licensing of The Philip Carey Co. to 
produce asphalt roofing under a new patented 
process, identified by the trade name ASQU 
was announced by Construction Material Pat- 
ents, Inc., Cincinnati, Ohio, owners of the 
patents. The patents cover the process of 
manufacture and the equipment used as well as 
the product itself. 

The new process was developed as a result 
of laboratory tests devised to discover. the cause 
of asphalt roofing failures due to excessive 
weathering. Research revealed that most of 
the difficulties would be solved by increased 
saturation of the felt with asphalt. 

The ASQU process is unique in that it satur- 
ates the felt with asphalt to no less than 98% 
percent of its total capacity. Uniformity of 
the product is thus increased. Other advan- 
tages claimed for the new roofings are the prac- 
tical elimination of severe blistering, sliding and 
the loss of the protective mineral granule sur- 
face of the shingles. 

The results of accelerated weathering tests 
to which the new product has been subjected 
have been favorable, it is claimed. 





Loadings of Revenue Freight 


The car service division of the Association 
of American Railroads reports that revenue 
freight for the two weeks ended July 13 totaled 
1,377,366 cars, showing a decréase of 103,056 
cars below the number for the two weeks ended 
June 29. Forest products loadings of 56,653 
cars show a decrease of 13,468 cars below the 
number for the two weeks ended June 29. 


Cross-Circulation Kilns Installed at Casket Plants 


National Casket Co., Oneida, N. Y., manufac- 
turers of caskets for many years, recently in- 
stalled a Moore Cross-Circulation Kiln at their 
plant to promptly season hardwood lumber, and 
dry it to the stringent drying requirements the 
company demands of lumber used in making 
caskets. High standard, uniform drying is ob- 
tained by scientific control of the drying ele- 
ments throughout the process. Roof ventilators 
are controlled automatically, and use moisture 
coming from the lumber to maintain the proper 
humidity inside the kiln. This single instru- 










Left—Stack 
Casket Co. leading to cross-circulation kiln 


ment also controls and records the drying ele- 
ments at each end of the kiln independently. 
The company, one of the oldest of its kind, re- 
cently took a progressive step when it began to 
produce modern, streamline caskets to meet the 
growing demand for a better product. 

The casket company has also remodeled their 
kiln equipment at their Asheville, N. C., plant, 
by installing a Moore Cross-Circulation sys- 
tem. These kilns season air-dried hardwoods to 
a very low moisture content, and assure better 
quality and more uniform seasoning. 


of hardwood lumber on track of National 


Below—Moore Cross-Circulation kiln recently installed by 
National Casket Co., Oneida, N. Y. Inset shows kiln op- 
erator Paul Bugbee standing beside large capacity load 


of hardwood lumber 


be 
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THIS WEEK’S LUMBER PRICES 


SOUTHERN PINE 


East and west side mills have reported the following average f. o. b. mill sales prices 


on southern pine to the Southern 
made in the period July 8-13, but where 


ine Lumber Exchange, New Orleans, La., 


for sales 
prices for this period were not available, 


prices for the month to date have been inserted and Starred (*): 

















West East West East West East West East 
Side Side Side Side Side Side Side Side 
Flooring, Standard Ceiling, Standard Jambs No. 2 Dimension 
Lengths Lengths B&better— 2x4 
56 x4— 1%,1%&2 73.50 ....|ox%, 21.99 20.87 
1x3 rift— sac ex ani X4-8 61.45 60.75|12 & 14... 21.99 20.8% 
B&better. . 56.04 *62.00 prenettor.. 35.36 35.00 2 ee 23.21 21.01 
anaes 43.00 *6t.00l,, *"-:°:: 360) See Se Sem ens fee 8... tee, fs 
> Stacie 34.25 *40.00|D ---+++-> 21.37 22.5 Boards, Std. Lgth. » ag 24... 30. ang 
= Surfaced Finish [1x4 ...... 17.93 18.73/12 & 14... 19.44 20.04 
Babetter. 42.08 41.37 Standard Lengths PE. gic @ ee 21.72 hl ee 19.42 19.19 
36.25 *39.00 B&b 53) eer 21.48 22.05118 ....... 21.80 23.30 
 rrrsese) Se ee Inch thick ages: 26.22 24.01)20 -. 5.0 .. 20.92 23.75 
leas -— alas a 22 & 24... 26.67 eicake 
Babetter 56.78 *63.75]5 ~~ °° °° °° tt at ne 2 Sai ond OY 
ers a; ioe 3 vecssnew Bae 25-30] Boards, Standard = /12 & 14... 18.92 21.52 
D Ere 33.00 Penge 53,80 49.89 Lengths i yr 20.53 
1x4 flat 1x10 asaeste 56.19 56.05 ee 13.39 14.00 18 ad 20 . Pah 4 81 
grain— eg/lS --:---- 1656 78.26) "0 Bem ... so sclexio ae ne 
aeee.. BS 5x6/4 thick— 1x6 CM... 17.57 17.67|12 & 14... 24.11 23.04 
| Baie tena 29:36 28.03}4 6 8.... 64.75 63.00}ix8 40.96 126.5606 --.-+: 22.85 22.40 
eere SS api gis 3x10 weeee 74.00 74.1211x10 2°2°2 19.28 17.84]18 & 20 23.85 24.27 
End Matched Se, weedeat 92.08 86.00 1x12 erik te 18.02 19°27 22 & 24 30.00 
Wicoring, 2 to 8-foot 7. - 9995 23.57 
1x3 rift— —_= ° 16” 2& wee 22.25 23.57 
B&better.. 48.46 soem Uten . — ae ee 6... 23.18 24.60 
SARE #39 33 4 ....++++ 41.65 41.03/Common— 18 ....... 25.00 26.25 
D Se Sane *28.00 GO ccicnces 41.50 41.58]1X6, 18.... 32.00 ..--Jo9 Co 0 tT 7! 28.00 *25.88 
ieee ae eee 1.41 42.21 22 & 24...*41.33 *33.00 
ta 1x5&10 44.80 48.08 No. 1 Dimension ” , 
B&better.. 33.10 33.80 12 -eeeeee 58.62 61.25}on4 No. 3 Dimension, 
voedaeen 29.85 32.00 12 & 14... 24.35 23.69 Random Lengths 
D ee ors 21.89 ; Rough Finish, 16 ....... 35.45 24.45), 10 17.00 
1x4 rift— Standard Lengths {18 & 20... 27.35 28.00/2X4 ------ eee 
Jerraanser. 2 59.00 .-+-| B&better— 22 & 24 36.00 ERR ant ae radi ora Ly rl 
ce eeceee 38.00 occol1x4/ . 55.00 7.00 mt iiiihglint - e 
1x4 flat Ix5&10°11982-78 *SS 75/12 & 14... 22.25 21.72[2E10 «> --- ieee Gate 
- =, os.93 29.95|tXl2.0¢ °° °72.00 T1LGOQHE ....... 22°04 22:97|°*1? Hin ot 
eae) St ES ba rt eeeeee 25-04 25.38] Timbers, 20 & Under, 
ieee 20.11 *23.00| 4.3 0... *63.04 59.63/22 & 34... 33184 *32'50 adie 
Drop Siding, Stand- [5&10 ..... 69.50 73.75lox8 ny rn 
ard Lengths, 1x6” {12 ....... 88.50 78.75119 & 14... 23.02 22.85 —as* seas 3566 
Sabatier. 26.87 ae 23.52 23.5813@4x10 ... 28.00 
en e. 36.87 Casing and Base 18 25.72 26.50 oy 
Pics Ee Se Standard Lengths |5,) “°°'' * 52°55 57 po |oXlOcloxlo eee 
4 39 50 31.00 B&better 20 & 34.7! 33 00 Rigs. 3&4x12 ... 41.38 *41.00 
“116. Specs ; — aia ae OF SS -0015x12/12x12*39.00 39.00 
B&better..944.25 . [txeee’ 22) eae se.00f ez vassal aaa 
Ces ee ee 42.68 40.25/1x5€10 -.. 64:39 62.00/19 712211: sai 30078 Kiln Dried 
Dy sieeveee 31.38 29.4 St ae 29°99 318 ” 
Noo 3 o---: 3289 2338 No. a weneing @ [I$ 673521) 3400 G288[No Pet. 4.76 4.73 
Assorted patterns ei Standard Lengths “s bn ae ene Piet. mers 
enema TC: SS 32.19 *31.97/12 & 14 35.23 3 Car Siding. 18/30" 
D aa 30.02 29.00|1x6 ...... SO.3G SUGGES ..45-5% 35.31 3 B&btr&Sel— 
No. 1 .... 35.79 *32.50/1x8 ...... 33.39 30.50]18 ....... 36.68 36.32]1x4,10.... . *38.00 
No. 2 22.48 24.44 1x5&10 ... 35.16 =: Sar Jae akan Zeenat 42.42 36.7511x6, 9..... coce SSS O8 
No. 3 17.50 - 19:66 1513. .... 41.92 .122 & 24...*46.00 45.00j1x6, 10 ... .... *36.00 
OAK FLOORING WESTERN PINES 
Following f. o. b. mill prices on actual 
Following are current quotations on oak sales were reported to the Western Pine As- 
flooring in carlots, f.o.b. Memphis and John- sociation by members eae | the period from 
son City, Tenn., and Alexandria, La., as points | July 8 to 13, inclusive verages include 
of origin: both direct and wholesale sales, and are 
1#x2%" 19x1%" %x2” %x1%” ae specified items only. Quotations 
Clr. qtd. wht....$80.00 $70.00 $65.00 $62.00 ¥ 
Cir. qtd. red..... 68.00 61.00 °60.00 60.00 | gurmcrs, S2 or fee ee ning RW 6/4RW 
Sel. qtd. wht.... 62.00 50.00 52.00 45.00 eo ee $54.12 $59.15 $58.73 
Sel qtd. , ee 62.00 51.00 53.00 49.00 eae 36.04 40.28 40.95 
Clr. pln. wht 64.00 52.00 52.00 46.00 Skor, szs—_ No. 1 No. z 
Sel. pln. wht 58.00 48.00 44.00 38.00 6/4 ADE ES a On OR eS 30.22 23.32 
Sel. pln. red..... 59.00 50.00 43.00 40.00 CoMMONS. s2 or <=. No.2 No 3 
No. 1 com. wht.. 55.00 45.00 37.00 34.00 i , Y . 
- 2 eee eee $28.00 $20.31 
No. 1 com. red... 55.00 47.00 38.00 35.00 1x12 RL 29:17 18.67 
: aa a: “tS ES ee te er ‘ : 
No. 2 common... 37.00 32.00 33.00 26.00 | No 4 4/4 RWRL. $15.94 
4%ex2” %x1%” x2” “ “ Idaho White Pine 
ie OE. Wht........000 75.00 $75.00 $72.00 ELECTS, S2 or 4S— 1x8 5-6/4RW 
Cir. atd. ed . +7500 +E7 00 ae (C) RL.....---- eee $63.00 $75.00 
Pe ~ Spemeeaene: 60.00 60.00 58.00 Quality (D) RL............ 41.98 58.60 
EE ae 60.00 60.00 58.00 | Commons, Sz or 45— 
Ce, Bs OE ehh % occ ccces 61.00 61.00 61.00 Colonial Sterling Standard 
Se BEES cccccceseus 61.00 61.00 60.00 No. i® No. 2 o. 3 
Oe GE WEE. ccccccccucs 55.00 »+55.00 53.00 A A re $38.45 $34.78 $26.98 
i, SL Tse 606s 040 eme 55.00 55.00 53.00 BRGE cae cscentionss 69.02 41.67 29.29 
mn Ss GOO. “WME... cces 51:00 51.00 47.00 Utility (No. 4) 4/4 S2 or 4S RWRL....$19.07 
{No. 1 com. red.......... 51.00 51.00 48.00 Sugar Pine 
‘No. 2 cOmmon.......... 34.00 34.00 29.00 Seuects. 82 or 4S—4/4RW 5/4RW 6/4RW 
New York delivered prices may be vbtained oe od RL ....... “aE a se 3 BE ret 
by adding to the above the following differ- ob pcelple leila 46.74 47. ~ ; 
sg, a Re Se e 7.59 49.49 
entials figured.on Johnson City origin: For SHop, Szs— No. No. 2 No. 3 
H#-inch stock, $8.50; for %-inch, $4; for . err $35.21 $24.81 cara 
%- and f,-inch, $4.50. |, ACER ee 35.88 26.32 $19.80 
ere er .80 32.8 4 
Chicago delivered prices may be obtained i REE Rn A aie” " 20.16 
by adding to the above the following dif- | Dimension, No. 1, 2x4 nae Vitiea ea Ant are $23.47 
ferentials figured on Memphis origin: For | Dimension, No. 1, 2x6&8 _...........2! 23.34 
#-inch stock, $6; for %-inch, $3; for %- and FYtooring vert. gr. C&Btr., 4 RL........ 35.31 
fe-inch, $3.50. mpewan, No..3, BS OF 45, 148... cc ccsccees 19.75 
“a Pa 





NORTHERN HARDWOOD 


Following are prevailing quotations f.o b. 
Wausau, Wis., on northern hardwoods: 


ee Ash— FAS __ Sel. 


:. ae $65.00 $55.00 $40.00 $28.00 $19.00 
RR 605. actin 70. 00 60.00 42.00 30.00 20.00 
PE 75.00 65.00 50.00 32.00 20.00 
WEE. ci ewan Sins 80.00 70.00 53.00 34.00 21.00 

No.1 No.2 No.3 

Basswood— FAS Sel. Com. Com. Com 

percent $78.00 $68.00 $46.00 $27.00 $20.00 

i ae 83.00 73.00 51.00 31.00 21.00 

Mee he eemawn 86.00 76.00 54.00 33.00 23.00 

eee 93.00 83.00 64.00 34.00 23.00 

BE eanamae 98.00 88.00 71.00 45.00... 

en 103.00 93.00 76.00 50.00 
SPS. -visiccecex 69.00 59.00 38.00 23.00 


Key stock, 4/4, No. 1 and better, $78; or on 


grades, FAS, $88; No. 1, 3 8 1 and 
better, $83, or on grades, AS, $93; 1, $73. 
No.1 No.2 No.3 
Hard Maple— FAS’ Sel. Com. Com. Com 
db, SEO ee $75.00 $60.00 $47.00 $30.00 $16.00 
ae ore 78.00 63.00 52.00 34.00 18.00 
Se {netsh 81.00 66.00 55.00 36.00 18.00 
BEE, . sackiwierears 86.00 71.00 .60.00 36.00 19.00 
OS 86.00 71.00 60.00 37.00 19.00 
Oe 101.00 86.00 68.00 42.00 ae 
10/4 : 101.00 86.00 71.00 42.00 .. 
11/4 .......-181.00 106.00 83.00 45.00 ... 
13/4 ...+.-e--131.00 106.00 83.00 45.00 ... 
16/4 ........161.00 146.00 123.00 .... agus 
No. 2 No. 3 


No. 1 
S Com. & Sel. Com. Com. 


ee Wala ve meet $50.00 $40.00 $28.00 $20.00 
2 eee 53.00 43. 00 29.00 21.00 
eee 53.00 43.00 29.00 22.00 
|, eee 56.00 46.00 32.00 22.00 
rr 59.00 49.00 34.00 eleart 
BPE, veenewaes 64.00 54.00 39.00 igi 
No. 1 >. Au No. 3 
Rock Elm— FAS Com. Co 
, eee $48.00 $30.00 $13. 00 $16.00 
>; eer ree 55.00 37.00 21.00 18.00 
err 65.00 45.00 23.00 18.00 
| ee 53.00 28.00 21.00 
BOD cvicicn ce See 63.00 40.00 ney 
TBE: cnvcicces Gee 73.00 45.00 26.00 
No.1 No.2 No.3 
Birch — FAS Sel. Com. Com. Com. 
a $89.00 $69.00 $48.00 $29.00 $18.00 
eer 94.00 74.00 55.00 35.00 19.00 
Pree 91.00 75.00 60.00 40.00 19.00 
Be  foacaeweain 94.00 82.00 70.00 46.00 20.00 
10/4 ..-- 96.00 86.00 73.00 47.00 
eee 101.00 91.00 78.00 52.00 
BEES Gusewieee 156.00 146. 00 7121.00 .... 
We. -iseeeeee 73.00 59.00 438.00 28.00 
Ore kaseciws 75.00 61. 00 46.00 29.00 
No. —. No. 2 No. 3 


— Maple— FAS & Sel. Com. Com 
4/ 


oe eee mle exe $59.00 $41. 00 $25.00 $18. 00 
J) Zo ee 66.00 46.00 29.00 19.00 
J Ee 76.00 51.00 34.00 19.00 
BFS .0sse0ews 81.00 56.00 34.00 20.00 





DOUGLAS FIR 


Seattle, Wash., July 19.— Current quota- 
tions f. o. b. mill on Douglas fir items in mixed 
cars for rail shipments direct to the trade 
appear below: 


Vertical Grain Flooring 
B&Btr. Cc 


D 
SEF .cccieunecaeaeeed $39.00 $29.00 $22.00 
Flat Grain Flooring 
NES i scncle Sra etahave ane $28.00 $25.00 $20.00 
TU. ds cc neesannewaws 31.00 28.00 22.00 
Drop Siding 
1x6 Pat. No. 106....$31.00 $28.00 $22.00 
1x6 Pat. No. 116.... 30.00 28.00 21.00 
Ceiling 
RA Gaiewbe bummer $27.00 $24.00 $16.00 
BR” hassle Reece - 28.00 25.00 15.00 
Boards and Shiplap 
1x 1x10 1x12 
| a es $20.00 $20.00 $19.00 $22.00 
BO Boiescs 16.0 16.50 16.50 16.50 
Se ae 12.00 12.00 12.00 12.00 
No. 1 Ee 
12 16 18 20 
Dt Rae eee = 50 $20. 50 by + $21.50 $21.50 
| 3, eee 0.50 21.00 21.00 
tt eee 30°80 30:80 30. 20 20.50- 20.50 
8 21.50 21.50 22.00 22.00 22.00 
8 we 22.50 22.50 23.50 23.50 23.50 


No. 1 Rough and/or Surfaced Timbers 
4x4- to 4x12-inch planks 20 feet and 


SROTIST, WO vsrisoceeds baa eee here omnes $19.00 
BSELS BO Ft. BMA BHOTE? 2 5...0. 50s ccecas $17.00 
py ee ee re oe 17.00 
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SOUTHERN HARDWOODS 


Following are ranges of f. o. b. mill prices 
on rough, air dried southern hardwoods, 
from reports of sales made during the week 
ended July 22: 








Plain Red Gum Plain Tupelo 
Figured Wood AS— 
FAS— Oe Gcnuwa. 33.00 
OFS kcmess 9.50 No. 2 Com.— 
Qrtd. Red Gum i MC ee 14.00 
F. Plain Red Oak 
ot 81.00 _— 
GO. wtcs-ss S200 t 272 25.55 39.00 
tee 83.00 No. 1 & Sel.— 
EE ia. shan te kh. 2 i, Sree 28.25 
No. 1 & Sel.— 6/4 pena 41.25 
ls ree. 30.25 @ 34.50 Plain raed 
i 38.00 @ 42.50 No. 1 & Sel.. 
Pt ee 49.00 Fe. wsercee 35.75 
Plain Red Gum Beech 
FAS— 7 
’. 76.50 : ae 41.00 
; Be -atorcaenenats 80.50 | No. 1 & Sel.— 
eranncéiece 81.50 le eee 31.00 
No. 1 & Sel.— No. 2 Com.— 
eat S300) CFE ociecevsc 18.00 
No. 2 Com.— Magnolia 
ff eee 22.00 FAS— 
Qrtd. Sap Gum fe 61.00 
FA No. 1 & Sel.— 
i ees 40.00 @ 44.50 ge re 31.00 
1. ee 43.25@48.50 | 5/4 ...... 33.00 
6/4 ......39.00@40.00 OS ee 33.00 
1 41.00@49.75 | Log Run— 
No. 1 & Sel.— i? ae 34.00 
ee Sekewn 27.00 @ 34.50 Pecan 
tg ne aie 31.50 | FAS— 
Jy ee 32.00@33.00 | 8/4 ...... 42.00 @52.75 
8/4 ...29.50@39.75 | No.1. & Sel.— 
Plain Sap Gum §i§| 8/4 ...... 27.00 
sS— 7 Run— 
i, 34. 75 @ 36. OP) O76 . ones 24.75 
fs eee 5.00 Cypress 
Vs pee 40.00 @ 41. 50 | FAS 
No. 1 & Sel.— oS Oe ee 67.75 
4/4 ......22.50@27. 50 Selects— 
ov serial ig eT: er 12.50@ 46.00 
Ts er 28.50 _ One 52.00 
@rea. Black Gum ae 54.00 @56.00 
No. 1 & Sel.— Shop— 
Ge ssiee 21.00@27.50 | 4/4 ...... 31.00 
tc ee ae oe ee ee 41.00 
Soft Maple No. 2 Com.— 
Log Run— Os 27.50 
ee 30.75 Boxing 
Qrtd. Tupelo are 20.00 
FAS— Pecky— 
iy Se 43.50 ff Pee 15.00 
i, ee 44.50 @48.25 Mixed Hardwoods 
No. 1 & Sel.— —, 
Pe -acnsinen 38.25 Pe cewrees 11.50 





ARKANSAS SOFT PINE 


Following are average sales prices, these 
f. o. b. mill figures being based on shortleaf 


weights, obtained by Arkansas Soft Pine 
mills during the week ended July 20: 
Flooring 

Edge grain— 3-inch 4-inch 
eC EE $62.00 $60.00 
MN Me ae tc pleas Sd NS Slap eeaae ere 53.00 52.00 
EE Cera We ee aes as 37.00 

Flat grain— 
MIN oicle id Diate-arsiare alentemiats $44.00 $42.00 
OE tira aiec id hi ake! x era ara 39.00 38.00 
POO, DS TR ods oa sete cosa ae 21.00 


Ceiling & Partition 
aor No. 1 


OC” a, 6.00 $34.00 
a, EE 2a 48.00 43.00 
Boston Partition, }{x4........ 45.00 40.00 


Drop Siding, 1x6 
No.117 No. 116 


EN ia. sisi entie Sle wid gp orecee- oe $40.00 $46.00 
Le: Seer Ure is SER GS ine eee ee 38.00 42.00 
INOS i kismeunieen snc elennittere las ters 28.00 30.00 


Finish, ene — 


5 10 12 
4/4 -$5 a 00 $60.00 $58 00 $55 00 $62.00 $80.00 


5/4 ... 65.00 77.00 65.00 65.00 77.00 90.00 
Casing & Base, B&better 
a 5 6 8 
COME oa cisincee $60.00 $65.00 $60.00 $60.00 
NN iow ce aalpess 60.00 65.00 60.00 60.00 
Mouldings Discount 
Listed at $3 and Unie? ..c 6 ccccvevccecvsns 40% 
COE Ee. 07..so Reema s+ tin ea meee aes oo Wee 35% 


Boards — “4 
x8 1x10 1x12 
*Boards, S4S, No. 1.385 00 $36 00 $38.00 $50.00 
or Shiplap No. 2. 22.00 23.00 23.00 28.00 


No. 3. 19.00 20.00 20.00 19.00 
Dimension, 84S, 16-Foot 

No. 1 No. 2 

ON ee aia che ei chore Oi a $26.00 $24.00 
MN 6 dca sal tear eek 23.00 21.00 
Te Me Ee EE ty Chay prim ok 24.00 22.00 
OM 5/5 oe sroracela db cae ike aa Swe 33.00 25.00 
PMG 6) Calera tereve’ sg dale wee asaiaiatacens 36.00 27.00 

Lath, suits. 4-Foot 

NOs, Fi caieie we aslwleie ese w an a enlece grerstpie wicks aensieune 5.25 
No, 8. diese Wise ena ego Sarasa Ate eter - 4.25 





*Applies to the new SPA grade of No 1 
common. 
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Lumber Market Review 


Softwood bookings in the two weeks 
ended July 13 had recovered to the level 
of the corresponding period of last year, 
while production, because of severe fire 
hazard in the Northwest and continued 
heavy rains in the South, was 2 percent 
below the 1939. Reports indicate that, 
since these statistics were compiled, there 
has been a further gain in business. Resi- 
dential building in June was more than 
20 percent above last year’s total in the 
37 eastern States; while the number of 
single-family dwellings built in the first 
six months of 1940 was 22 percent 
greater than in the first half of last year. 
It is therefore understandable that retail- 
ers, who allowed their stocks to become 
depleted by extremely cautious buying 
during the last couple of months, are 
now having to enter the market more 
vigorously. Trustworthy surveys indi- 
cate that one-family dwellings are in 
short supply in 47 percent of the cities, 
and that the farm population has in- 
creased to almost the highest point in the 
history of the country; while plans for 
widespread construction of industrial 
buildings for war material production, 
and for housing of defense workers, are 
being put into effect rapidly—so there is 
every reason for believing that demand 
will at least be maintained at present 
levels, and more probably increase. With 
sales gaining in relation to production, 
the whole market is strengthening, and 
an increasing number of distributors are 


seeking to provide for fall needs. Indus- 
trial expansion in the North Atlantic 


region is creating such a demand that 
available stocks are being rapidly de- 
pleted, especially as water receipts have 
recently been small, and prices are up 50 
cents to $1 on fir commons. In California, 
during a season when construction is 
normally dull, Government buying for 
defense purposes has absorbed much 
stock and brought a stiffening in prices. 
In the middle West and South, also, the 
effect of Government buying is being 
felt, and it is accompanied by yard orders 
for fall needs, mills on shorter hauls hav- 
ing had an influx of these at improved 
prices. 


Hardwood sales in the two weeks 
ended July 13 were 9 percent below last 
year’s level, but they exceeded the cur- 
rent production by 47 percent. Demand 
for flooring has been increasing as more 
homes reach the finishing stage; indus- 
trial consumption is gaining as defense 
activities get under way; and while de- 
mand from furniture plants has been 
somewhat hesitant, prospects for more 
active purchasing are considered excel- 
lent. The low production is accounted 
for by heavy rains in the South. Mill 
assortments there have been so reduced 
and broken that many items are impos- 
sible to buy, and price lists have ad- 


vanced $1 to $3. 


59 
RED CEDAR SHINGLES 


Seattle, Wash., July 19.—Below are listed 
verage prices received for Certigrade red 
cedar shingles sold direct to the trade: 





nS Cela staaie kialelG seat le aa ae $3.80 
ED enolate Ain esi 90 tare oe ine wo SR aa ee 2.60 
ee opin! Gras) fro iw alatete eles ome eee as 1.60 
Perfections: 
RIE for. sc as Geis os “alarnl'o ae wy, oe eee $2.90-$3.00 
z Cd oo. hae ee ee $2.25 2.30 
Eo, sane 6, ware eal Iw WER. 1.40- 1.50 
XXXNX: 
SF > ee ee at ee $2.70-$2.80 
2-16” Ce EE Sa yn we mee one 1.90- 2.00 
3-1 SED NEEE org: won dotn as Sina ioeen eter tiene 1.35- 1.40 
Seattle, Wash., July 19.—Average prices 
of logs are as follows: 
Fir No. 1, $21-24; —_ $16-18; No. 3, 
$10.50-12. Peelers, No. «ea No. 2, $27-29. 
Cedar Shingle logs, $13, , umber logs, $28.00. 


Hemlock: No. 2&3, $13. 





Booklet Tells Uses of State 
Forests 


WasHINGTON, D. C., July 22.—Varied uses 
of the 13,400,000 acres in State forests are out- 
lined in “State Forests for Public Use,” a new 
publication by the Forest Service, U. S. De- 
partment of Agriculture. Thirty-nine States 
now have State forests. A free copy of Miscel- 
laneous Publication No. 373 is obtainable from 
the Department of Agriculture, Washington, 
9; S. 





Hymeneal 


The engagement has just been announced 
of Clifton Felton Leatherbee of New York to 
Miss Maria de Gazitua of Santiago, Chile. 
The prospective bride was educated in Chile 
and Switzerland and for the last two years 
has been studying in New York. Mr. Leath- 
erbee is the son of the late Clifton F. Leath- 
erbee of West Newton, Mass., who ‘prior to 
his death in September, 1936, had been ac- 


tive in the wholesale lumber business at 
Boston. 


GREELEY-McK EE—Miss 
Kee, daughter of Mr. and Mrs. H. H. McKee 
of Los Angeles, was married in Los Angeles 
to David Curtis Greeley of Longview, Wash., 
July 10. Mr. Greeley is the son of Col. and 
Mrs. W. B. Greeley of Seattle. Col. Greeley 
is manager of the West Coast Lumbermen’s 
Association. The groom's brother, H. J. 
Greeley, also of Longview, was his best man. 
The bride attended the University of Wash- 
ington and was graduated last June from the 
University of California at Los Angeles. She 
is a member of Kappa Kappa Gamma 
sorority. Mr. Greeley is a graduate of the 
University of Washington where he was a 
member of Alpha Delta Phi fraternity. Fol- 
lowing their honeymoon, Mr. and Mrs. 
Greeley will establish their home in Long- 
view, where Mr. Greeley is engaged in the 
lumber business. 


KITCHEN-CURRY 
Curry of Chillicothe, Ohio, was married in 
Chillicothe to Emmet Ellsworth Kitchen of 
Lancaster, on June 17. Mr. Kitchen is asso- 
ciated with the West Side Lumber & Mfg. 
— in Lancaster, Ohio, where the couple will 
ive. 

NORFLEET - DELLAMATER — Miss Beth 
Dellamater, daughter of Mr. and Mrs. Otis 
Dellamater, was married to Fred Norfleet on 
July 3. The bridegroom is employed by the 
Rikerd Lumber Co., Lansing, Mich. 


DENNETT - BOGGS —In the new North 
Church at Hingham, Mass., on July 13, oc- 
curred the marriage of Miss Cynthia Lincoln 
Boggs of Hingham and Charleston, S. C., to 
Lt. Mark Edwin Dennett, U. S. N. The bride 
is a daughter of Francis G. Boggs one of 
the founders of Swain & Boggs Co., -whole- 
sale lumber dealers at Boston from which 
he retired about ten years ago to make his 
home in Charleston, S. C. After a brief wed- 
ding trip Lieut. and Mrs. Dennett will make 
their home in Annapolis. 


SOBLE-GROSSMAN—Miss Virginia Phyllis 
Grossman, daughter of Reuben A. Grossman, 
head of L. Grossman & Sons, retail lumber 
dealers, at Quincy, Mass., was married on 
June 30, to John Martin Soble of Philadel- 
phia. The bride is a student at Sargent 
School in Cambridge and Mr. Soble was grad- 
uated from the Babson Institute in June. Mr. 
and Mrs. Soble will spend their honeymoon 
in Hawaii, returning to Quincy in early Sep- 
tember. 


Jean Starr Me- 
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OBITUARY RECORD 








FRANK CARNAHAN, 56, executive secre- 
tary of the National Retail Lumber Dealers 
Association since 1932, died suddenly of 
a heart attack in his home in Washington, 
D. C., the night of July 12. Funeral services 
were held July 15 in Washington, with the 
following serving as active casket bearers: 
P. S. Collier, R. S. Finkbine, Laurence Kiefer, 
H. R. Northup, Harry 
H. Steidle and Douglas 
Whitlock. Honorary 


casket bearers were: 
Ss. D. Baldwin, D. A. 
Campbell, G E. De- 


Nike, H. M. Gaines, 
John M. Houston, G. W. 
LaPointe, Jr, L. P. 
Lewin, and A. A. D. 
Rahn. Mr. Carnahan 
was born at Peoria, IIL., 
and had his first busi- 
ness connection with 
railroads in the Mid- 
west. He went to 
Washington in 1918 as 
traffic manager for the 
National Lumber Man- 
ufacturers Association, 
and later served as 
traffic representative 
for a number of na- 
tional lumber associa- 
tions. Upom reorgan- 
ization of the National 
Retail Lumber Dealers 
Association in 1932, he 
was appointed execu- 
tive secretary. He later 
assumed additional 
duties as secretary of the Retail Lumber and 
Building Material Code Authority under the 
NRA. Mr. Carnahan was a leader in making 
the National Retail Lumber Dealers Associa- 
tion a potent factor in the country, and aided 
in developing trade promotion activities and 
the reorganization of home financing. His 
opinion on matters dealing with the lumber 
industry were sought by legislative and ad- 
ministrative leaders. Mr. Carnahan is sur- 
vived by two daughters. His wife died last 
April 28. 


OWEN O. AXLEY, 66, for many years 
prominent in the lumber industry of Arkan- 
sas and the South, died unexpectedly of 
cerebral hemorrhage at Flagstaff, Ariz., July 
14. Mr. aver with his family, had resided 
in Little Rock, Ark., for several years, during 
which period he was engaged in the lumber 
business as president of the Southern Lum- 
ber and Supply Co., Cotton Plant, Ark., whole- 
salers and also operators of retail yards. Hav- 
ing disposed of his lumber interests in Arkan- 
sas last year, he went to Flagstaff two 
months ago as newly appointed resident 
manager of Southwest Lumber Mills, Ince., 
manufacturers of western pine. His family 
had expected to follow in a few weeks. Pre- 
vious to residing in Little Rock, Mr. Axley 
had lived at Warren, Ark., the greater part 
of his business life. Moving there from St. 
Louis, Mo., in 1905, he became sales mana- 
ger for seven years, and general manager of 
the Southern Lumber Co., the latter position 
he held until his resignation in 1929. During 
his activities at Warren he took a prominent 
part in the affairs of the entire southern pine 
industry, serving at various times as direc- 
tor, and later as vice president of the South- 
ern Pine Association, New Orleans, La., di- 
rector in the National Lumber Manufacturers 
Association, Washington, D. C., and president 
of the Arkansas Soft Pine Bureau, Little 
Rock. He was also active in religious and 
civie affairs. Surviving are his widow, three 
sons, six daughters and six grandchildren. 





GEORGE C. VAUGHAN, 82, pioneer lumber- 
man of Southwest Texas, died at his home in 
San Antonio, Tex., on July 15. He started 
his lumber enterprises 47 years ago and his 
System of yards grew to large proportions. 
His company, the Alamo Lumber Company, 
of which he was president, began business 
at La Grande, Tex., in 1903. Other yards 
were added in subsequent years, until the 
Alamo Lumber Company owned and operated 
many yards in the Southwest. The whole- 
sale lumber unit of the concern was organ- 
ized in 1893 under the name of George C. 
Vaughan & Sons, with headquarters in San 


Antonio. Members of his immediate family 
surviving are his widow, a son and two 
daughters. 


William J. Case, 61, president of the John 
B. Case Lumber Co. of Flemington, N. J., died 
at his home there of heart attack July Ba. 
His lumber business was formed in Fleming- 
ton 60 years ago by his father. Mr. Case was 
an official in bank, loan and real estate or- 
ganizations, as well as having been active in 
religious and civic affairs. Before entering 
the lumber business in Flemington in 1906, 


Mr. Case was employed in subway construc- 
tion work in 1yWi-0s. in lylU4 ne was con- 
nected with the St. Louis Exposition and in 
ly¥s was engaged in railroad construc.ulon 
work in Pennsylvania. Surviving are his 
widow, one daugnter, his mother and a sister. 


HERBERT H. TINKHAM, 60, president of 
the Nassau-Suttolk Lumber & Supply Co., 
inc., died July zU trom injuries suffered in an 
automobile accident. ‘Inirty years ago he 
became manager of the Wood Lumber Co., 
one of the predecessor firms of the Nassau- 
Suffolk concern, and in 1915 was promoted to 
the presidency. He was one of the organ- 
izers in the consolidation of seven large lum- 
ber companies on Long island in 1928. These 
became the Nassau-Surfolk Lumber & Supply 
Co., Inc., and he was the first president. He 
was active in fraternal organizations, and 
is survived by his widow, two daughters, a 
brother and a sister. 
THOMAS C. SHAW, 79, well-known figure 
in the commission and wholesale lumoper 
business, died suddenly July 15 in Cleveiand, 
Ohio. For the last twenty years Mr. Snaw 
had been located in Cleveland. Previous to 
that he had been buyer for Halleck & How- 
ard Lumber Co., which concern operated 
largely in Colorado and adjoining states, and 
in the early 1900’s went with D. 8S. Pate Lum- 
ber Co., remaining with them until avout 
1920 when he moved to Cleveland. Among 
the survivors are his widow and two daugh- 
ters. 


WILLIAM McKENZIE, 69, founder of sev- 
eral lumber companies in Ohio, died in his 
home at Delaware, Ohio. Mr. McKenzie 
came to the United States from Scotland and 
settled in Tiffin, Ohio, where he started in 
the lumber business. Among other ventures, 
he founded the McKenzie Lumber and Coal 
Co. of Springfield. He has also been active 
in other types of business. Mr. McKenzie 
was a member of several local fraternal and 
civic organizations. He is survived by three 
brothers, four daughters, two sons and five 
grandchildren. 


VERNON O. LAKE, 65, part owner of the 
Monroe-Wilbur-Lake Lumber Co., Sioux City, 
lowa, died at his home in that city July 14. 
Born in Wisconsin, he later moved to Ne- 
braska, and worked in several lumber yards 
there and in lowa. He was manager of the 
Edwards-Bradford Lumber Co. in Sioux City, 
and later bought an interest in the firm, which 
later became the Monroe-Wilbur- Lake Lum- 
ber Co., and is now the Monroe-Hodges firm. 
He is survived by four daughters, a son, a 
sister, three brothers and two grandchildren. 


GEORGE D. NEWBEGIN, 63, vice president 
of the Cascade Timber Co., Tacoma, Wash., 
died of a heart attack July 12 at Ilwaco, 
Wash., where he was spending a vacation. 
He left Cairo, Ill., his birthplace and went to 
Tacoma 38 years ago. He had been associated 
with the Cascade Timber Co. since 1906. Sur- 
vivors include his widow, a son, George 
H., of Tacoma, associated with the Cascade 
Timber Co.; three daughters; and a brother, 
James G., head of the James G. Newbegin 
Lumber Co., Tacoma wholesale concern. 


P. C. BARTON, 83, retired lumberman, died 
at his home in Jonesboro, Ark., July 19. In 
the late ’90s, Mr. Barton acquired a planing 
mill, and by 1902 the firm was incorporated 
as the Barton Lumber and Brick Co. This 
arrangement lasted until 1928 when Mr. Barton 
acquired all the stock and turned the business 
over to his son, E. C. Barton. The firm now 
operates under the name of Barton-Mansfield 
Lumber Co. In addition to E. C. Barton, Mr. 
Barton is survived by another son, Frank, six 
daughters, two brothers and two sisters. 





FREDERICK ALLEN DUDLEY, 71, founder 
and president of the Sterling Lumber Co., 
Philadelphia, Pa., and a native of Fond du 
Lac, Wis., died at his home in Philadelphia 
July 18. On graduating from high school in 
Fond du Lac, he went to Saginaw, Mich., to 
work for a retail lumber firm, and went to 
Philadelphia in 1895 to work for the Atlantic 
Coast Lumber Co. In 1905 he established his 
own business. His widow, two daughters and 
a son survive. 


HENRY J. SCHEETZ, 74, retired president 
of the Scheetz Lumber Co., Youngstown, Ohio, 
died July 14. Mr. Scheetz went to Youngs- 
town 55 years ago to form a lumber business 
partnership with his two brothers, John and 
Philip. In ten years the company became a 
corporation. Mr. Scheetz retired in 1918 and 
entered the real estate business. He is sur- 
vived by eight children, 22 grandchildren, two 
great-grandchildren and two brothers. 








EDWARD L. LAMBERT, of The R. A. Mil- 
ler Lumber Co., and the Jordie Manufactur- 
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ing Co., Middleport, Ohio, died at his home 
there July 5. Previous to being with the 
above named companies, Mr. Lambert had 
peen secretary and manager of The Yellow 
Poplar Lumber Co., Coal Grove, Ohio, and 
subsidiaries, for nearly forty years. Sur- 
vivors include his widow, three sisters and 
one brother. 


GEORGE M. ZIMMERMAN, 86, former head 
of the Zimmerman Lumber Co., Buttalo, N. Y., 
died July 20. He had been in poor health since 
1938. He was the son of George Zimmerman, 
who emigrated from Bavaria to Buftalo in 
1832 and established the lumber yard. He 
entered his father’s employ when he was 
17 years old, and was continuously associated 
with the company until his retirement a few 
years ago. Wight children survive. 


B. W. OWENS, 77, retired lumberman of 
B. W. Owens Lumber Co., of Fort Worth, 
Tex., died July ¥. Mr. Owens entered the 
lumber business in kort Worth thirty-eight 
years ago, and for many years was asso- 
ciated with his brother, the late George W. 
Owens. At one time they owned eight lum- 
ber yards. Mr. Owens was aiso active in 
political affairs. 


DANIEL ROY WAGNER, 58, former active 
head of the Wagner Mill & Lumber Co., Santa 
Barbara, Calif., died July 10. For many years 
a contractor, he purchased the lumber com- 
pany about 1923, and was its active manager 
until a few years ago when illness forced his 
retirement. He is survived by his widow, a 
son, a daughter, four grandchildren, one 
brother and tour sisters. 


ROLAND PERRY, lumber broker of Wash- 
ington, D. C., for 21 years, died at his home 
July 18. Stricken with paralysis 18 years ago, 
Mr. Perry carried on his business from his 
home. Among the firms he represented were 
Atlantic Creosoting Co., Portland Lumber Co., 
Portland, Ore., and Richmond Lumber Co.. 
Richmond, Va. He is survived by his widow, 
two brothers, and two sisters. 


JOSEPH G. GIBBONS, 56, president and 
treasurer of E. F. Ryman Lumber Co., 
Wilkes-Barre, Pa. died July 7 following two 
weeks’ illness. Mr. Gibbons was formerly 
associated with the United States Lumber Co, 
of Scanton, Pa. and was prominent in North- 
eastern Pennsylvania lumber circles. Sur- 
viving are his widow, a son and a daughter. 


HENRY H. ROBERTS, 72, commission 
salesman for the firm of J. Dodge, Ash- 
tabula, Ohio, died July 14, in Ashtabula, Be- 
sides being well known in the lumber busi- 
ness, Mr. Roberts was active in civic affairs 
and Boy Scout work. Surviving Mr. Roberts 
are his widow, three brothers and three 
sisters. 


PHILIP L. WERHEIM, 78, retired inspector 
for the National Hardwood Lumber Associa- 
tion, died in Milwaukee, Wis., on July 15 after 
an illnes of four months. Born in Wausau, 
Wis., Mr. Werheim went to Milwaukee 22 
years ago. Surviving are his widow, a daugh- 
ter and two sisters. 


GUY M. DUSENBURY, president of Mad- 
den Lumber Co., Inc., Troy, N. Y., died at his 
home in Lansingburg, July 8, following a 
brief illness. Mr. Dusenbury had partici- 
pated in fraternal affairs as well as in busi- 
ness activities. A daughter, a brother and 
a sister survive. 


W. T. HALE, 73 





ae oy lumberman, died 
at Little Rock, Ark., July He was head 
of the W. T. Hale Lumber Co. for 37 years 
before retiring in 1939. He was a past presi- 
dent of the Greater Little Rock Lumber Deal- 
ers’ Association, and is survived by his widow, 
three daughters and 14 grandchildren. 


B. M. BURHANS, 64, president of the Ver- 
sailles Lumber Co., Inc., at Versailles, Mo., 
died of a heart attack in his office June 28. 
Eleven years ago Mr. Burhans came to Ver- 
sailles from Kansas City, Mo., where he had 
been connected with the Pickering Lumber 
Corp. for about twenty-five years. 


E. H. BORNEMAN, 70, secretary-treasurer 
of the Hickman-Rogers Mfg. Co., Paragould, 
Ark., died at his home July 16. He had been 
associated with the lumber company for 40 
years. He is survived by his widow, one 
daughter, two sisters and two brothers. 


JOHN H. NIGHSWANDER, 68, salesman 
for E. M. Holland Lumber Co., Grand Rapids, 
Mich., died recently. Mr. Nighswander cov- 
ered Western Michigan for this company, 
and had been in the employ of E. M. Holland 
Lumber Co., for about sixteen years. He 
was born in Tiffin, Ohio. 


GEORGE WILLIAM DOBBINS, 70, of G. W. 
Dobbins, Christiansburg, Ohio, died at his 
home July 7 following a brief illness. Mr. 
Dobbins had lived in this district most of 
his life. Surviving him are a brother and a 
sister. 


W. T. HUCKABEE, Sr., 80, co-organizer and 
secretary-treasurer of the Sibley Manufactur- 
ing Co., manufacturers of pine lumber, Albe- 
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marle, N. C., died June 16. He is survived 
by his widow, nine children and one sister. 


WILLIAM SAYRE, Bradbury, Ohio, presi- 
dent of the Priode Lumber Co., Middleport, 
Ohio, died of a heart attack on July 16. Sur- 
viving are his widow, one daughter, one 
grandson and two sisters. 


GEORGE R. HOPPER, 57, Spartanburg, 
S. C., for twenty-five years foreman for the 
Spencer Lumber Co., of that city, died July 
19 after an illness of three weeks. He is 
survived by his widow and a brother. 


J. B. DICKSON, assistant manager, Metzger 
Lumber Co., Delphi, Ind., died recently in a 
hospital in LaFayette. He is survived by 
his widow, three children and four step- 
children. 


JOHN E. McCOY, 73, retired lumberman of 
Muskogee, Okla., died after a brief illness on 


Amenecan fiumbherman 


June 26. He is survived by his widow, three 
sons, two daughters and two grandchildren. 


MRS. HARRIET LONGFELLOW INGALLS, 
69, wife of Ernest K. Ingalls, long identified 
with the wholesale lumber trade in Boston, 
Mass., and vicinity, died July 9. 


HOWARD F. WEISS, president Research 
Products Corp., died July 7 at Madison, Wis. 
He was a former director of the United States 
Forest Products Laboratory at Madison. 





DAVID W. GLASS, vice president and treas- 
urer, Keystone Lumber Co., Pittsburgh, Pa., 
died July 7. He was the son of George N. 
Glass, president of the company. 


VERNON MORRIS, 43, lumberman of Fay- 
etteville, Ark., died at his home July 6. He 
is survived by his mother, his widow, three 
daughters, one son, a brother and four sisters. 
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New Mills and Equipment 


CALIFORNIA. Etna—George M. Huff Lumber 
Co. of Los Angeles is erecting a sawmill on French 
Creek. 

Johnsondale—The Mount Whitney Lumber Co. 
has completed new planing mill facilities and a 
box factory at its plant here. 





OREGON. Albany—Malarkey & Autzen plywood 
mill is being constructed here. 
Sugene — Aberdeen Plywood Co.’s new plant 


northwest of Eugene is under construction. 

Hood River—Neal Creek Lumber Co. has _ in- 
creased its lumber output by making $15,000 worth 
of improvements. 

Sweet Home—Oregon Plywood Corp. has been 
incorporated for $250,000 and is constructing a 
modern plywood plant here. 


Incorporations 


ARKANSAS. Little Rock—Mississippi Valley 
Lumber Co. incorporated by <A. Fred Bartlett, 
James R. Hankins and Herbert H. Hill. 

Pine Bluff—The Bartlett Post (Inc.), formed by 
Howard Bartlett, George Henry, and Hendrix 
Rowell, is erecting a mill at Jefferson Springs 
which will specialize in manufacturing treated 
posts. 

CALIFORNIA. Los Angeles—S. M. Lumber Co. 
(Ine.); $5,000. Directors are H. H. Samuels, L. S. 
Bernall and C. Eaton. 

Los Angeles—Sugar Creek Pine Co.: $50,000. 
Directors are Roy Hampton, B. F. Hopkins and 
G. W. Downing, Jr. 

ILLINOIS. Chicago—Ogden Lumber Co., 1214-24 
South Western Avenue. 

INDIANA. Jasper—Forest Products Manufac- 
turing Co. (Inc.); to manufacture Venetian blinds 
and accessories. 

MASSACHUSETTS. Boston—An error occurred 
in listing the incorporators of the Bacon Lumber 
Co. (Ine.) in this department in the June 29 issue. 
The incorporators are W. Bartlett Bacon, Mary B. 
Bacon, Sylvia S. Robbins and David F. Erickson. 

NEW YORK. West Hempstead—Mirschel Lum- 
ber & Supply Corp.; $63,000. Lumber. 

WEST VRGINIA. Madison—Roone Lumber Co.: 
$5,000. Incorporated by R. R. Palmer, B. C. Wil- 
liams and Ella Palmer. 

CANADA. BRITISH COLUMBIA. Vancouver— 
K. BR. Fraser Logging Co. (Ltd.), capitalized at 
$75,000. has commenced business as sawmill own- 
ers and onerators, with offices at 1318 Standard 
Bank Building. 


Business Changes 


CALIFORNIA. Greenville—Moores & WGangberg 
lumber Co., incorporated as Moores & Langberg 
(Ine.) 

GEORGIA. Athens—R. L. Moss Manufacturing 
Co. succeeded by Athens T.umber Co. 

Macon—Paul H. Williams Co. succeeded by 
Mikado Lumber Co. 

Newnan—Askew Lumber’ Co. 
Askew-Parrott Lumber Co. 

TLLINOIS. Charter Grove (P. O. at Sycamore) 
—Holecomh-Dutton Lumber Co. succeeded by Mer- 
riman & Sons. 

IOWA. Winterset—Frank L. Drennan sold his 
lumber and building materials business here to 
Eclipse Lumber Co. 

















succeeded by 


MASSACHUSETTS. Marlboro—Howe WLumber 
Co. succeeded by Diamond Match Co. 
MICHIGAN. Dorr—John Hoeksema_ succeeded 


by Reinder Hoeksema. 

MINNESOTA. Minneanolis—Landeen-Mork Co. 
incornorated as Landeen-Mork-Peterson Co. 

MISSISSTPPI. Georgetown—A, H. Little Lumber 
Co. succeeded by Byrd & Little. 

MISSOURI. Sprague (R. D. from Rich Hill)— 
McGinnis lumber yard and hardware sold stock to 
R. J. Hurley Lumber Co. The lumber will be moved 
to the Rich Hill yard and the hardware either to 
the Archie or Foster yard. 

NEBRASKA Genoa—Genoa Lumber & Coal Co. 


succeeded by Sack Lumber & Coal Co. 

Sutherland—Sutherland Lumber Co. has been 
taken over by Fay and Guy Coates, who have pur- 
chased the interests of George C. White. 


NEW JERSEY. Newark—Reliable Woodworking 
Co. (Inc.) moved to Irvington, N. J., and changed 
name to Reliable Woodworking & Supply Co. (Inc.) 


NEW MEXICO. Albuquerque, Hobbs and Santa 
Fe—Home Builders Supvly Co. (In-.) succeeded 
by New Mexico Timber Co. 


NORTH DAKOTA. Minot—Minot Lumber Co. 
succeeded by Robertson Lumber Co. 


OKLAHOMA. Apache—Houston & Wass Lumber 
Co. succeeded by T. H. Rogers Lumber Co. 


OREGON. Cascade Locks—Cascade Locks Lum- 
ber Co, succeeded by Owen Lumber Co. 


TEXAS. Blessing—A. O. Yeager succeeded by 
Blessing Lumber Co. 

Raymondville—H. H. Hardin Lumber Co. suc- 
ceeded by Temple Lumber Co. 


New Ventures 


ARKANSAS. Ashdown—Arkansas Veneer Co., 
under ownership of Emmet Whitten and Lee Sei- 
bert, is being established here, and will manufac- 
ture commercial veneer for wire-bound boxes, egg 
cases and hoops. 

Warren—Hurley Lumber Co., a wholesale lumber 
partnership formed by T. B. Rice and J. E. Hurley, 
has opened for business here. 


CALIFORNIA. Los Angeles—Halstead Lumber 
Co. is the firm name under which Edward 8. Gil- 
bert has obtained a certificate to conduct business 
at 3604 Brooklyn Avenue. 


NEW JERSEY. Caldwell—Caldwell Lumber & 
Millwork Co. recently opened a retail lumber busi- 
ness here. 


NEW YORK. New York City—Sutphin Lumber 
Co., Samuel Goldsmith and Mrs. Bernard Appel- 
baum, proprietors, recently began business at 109- 
20 Sutphin Boulevard, Jamaica. 





Casualties 


ARKANSAS. Dermott—Peoples Lumber Co. yard, 
warehouse and office and a large part of stock de- 
stroyed by fire. with loss estimated at $35,000, 
partly covered by insurance. 


DELAWARE. Seaford—Hastings, Eskridge Co. 
(Inec.), had thousands of feet of lumber and main 
office building and lumber sheds destroyed by fire. 
with loss estimated at $50.000. It was announced 
work would be started immediately on ,construc- 
tion of a larger and more modern lumber plant to 
replace the destroyed buildings. 


NORTH CAROLINA. Hobgood — Farmville- 
Woodward Lumber Co. plant was destroyed by fire, 
with a heavy loss, partially covered by insurance. 
The fire originated in the dry kiln. 


OREGON. Carlton—L. H. L. Lumber Co. mill 
suffered loss by fire estimated at $40.000. About 
half of the 1,800.000 feet of lumber stored around 
the mill also went up in flames. The office and its 
equipment and some dry sheds were saved. It 
is reported there was no insurance and rebuilding 
Plans are uncertain. 


WFST VIRGINIA. Beaver—The Beaver Lum- 
ber Co.’s planing mill was gutted by fire. 





Newark Receipts Gain 


Newark, N. J., July 22.—Lumber arriving 
by steamer and lighter at Port Newark during 
the first six months of the current vear totaled 
128,000,000 board feet, an increase of 33 percent 
over the corresponding 1939 period. according to 
a half-year report submitted by Chief City En- 
gineer Costello to Mayor Ellenstein. 
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CLASSIFIED 
ADVERTISING 


DEPARTMENT 





How to Figure Costs for Advertising 
In Classified Department 


Two consecutive issues...........55 cents a line 
Three consecutive issues..........75 cents a line 
Four consecutive issues...........90 cents a line 
Thirteen consecutive issues...........$2.70 a line 
Twenty-six consecutive issues........$5.40 a line 


Seven words of ordinary length make 
one line. 


Count in the signature. 
counts as two lines. 

No display except the heading is 
permitted. 

Extra white space figured at line 
rate. 

One inch space advertisement is 
equal to fourteen lines. 

Remittances to accompany the order. 
No extra charge for copies of paper 
containing advertisement. Copy must 
be in this office not later than Wednes- 
day morning in order to secure inser- 
tion in regular department. All adver- 
tisements received later will be placed 
under heading Too Late to Classify. 


Heading 











Too Late To Classify 


FOR SALE: STICK PLANT 
Ideally located in the heart of the hard- 
wood lumber district of Pennsylvania; 
completely equipped, including a new 
scientific dry kiln. Sizeable stock in the 
course of process, also a quantity of un- 
worked stock. Labor conditions good. 
Plant and equipment $6,500. Write 

A. EMERSON HOWELL, TRUSTEE 
Foster Building, Honesdale, Pa. 


WTD: ASSISTANT YARD MANAGER 
With sales ability. Near Chicago. Pop. 50,000. 
Mail full details in first letter. 
Address “G. 54,” care American Lumberman. 


CARPENTER APRONS 


Write for samples and prices. 
THE MINNESOTA SPECIALTY CO., Inc. 
Minneapolis, Minn. 


APPRAISALS (MILL & YARD) 
MISSISSIPPI VALLEY APPRAISAL CO. 
T. LOUIS, MO. 
Specialists in appraising saw mills & lumber yards 
for insurance, accounting, taxation, etc. 

















Salesmen 


WANTED—BY LARGE WHOLESALER 
Selling Yellow Pine and all West Coast products, 
SALESMEN for Illinois, Indiana and Ohio. Will 
pay established producers salary or profit-sharing 
basis with weekly drawing account. 

Address “G. 46," care American Lumberman. 


WANTED: SALESMAN 


Well rated aggressive Northern wholesaler and 
manufacturer handling Hardwoods, Yellow Pine 
and Ponderosa Pine requires good salesman for 
industrial accounts in Chicago and Detroit terri- 
tories. Salary in line with the results obtained. 
Address “G-33,” care American Lumberman. 


ESTABLISHED SOUTHERN PINE WHOLESALER 


Located in producing section, can use services of 
a few commission salesmen who can produce re- 
peat orders. Write for full information. 

Address “G. 34,’ care American Lumberman. 














A CLASSIFIED ADVERTISEMENT BRINGS 
BUYER AND SELLER TOGETHER 
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SALESMAN FOR TOWN OF 1200 POP. 
Who knows construction, estimating and sales; who 
can do some drawing, also deal with the farmer, 
contractor and resort owner. Must be neat, honest, 


sober, and a hustler; willing to work evenings or 
Sundays, as a large per cent of our business is 
with resort owners who must be met and dealt 


with on Sundays. 

State age, experience, references, and when avail- 
able; also knowledge of plumbing, hardware and 
electrical supplies; and salary wanted. Permanent 
position with opportunity for future for right man 
if willing to start at reasonable salary and prove 
his worth. 

Address “‘“G, 48,” 


care American Lumberman. 





Employees 





WANTED: OFFICE SALES-MANAGER 
For sale of Wood Products, kiln dried and fully 
machined, ready for assembly of furniture, house- 
hold and hardware specialties. Established concern, 
well equipped to handle quantity and quality busi- 


ness. State age, experience, present connections 
and salary expected. 
KORN INDUSTRIES, INC., SUMTER, S. C. 





MANAGER RAILROAD LUMBER DEPT. 
Experienced selling car materials and acquainted 
with sources of supply. Excellent opportunity. 
Salary or commission. Give age and full experi- 
ence. Confidential. 

Address “G. 51,’’ care American Lumberman. 





COMBINATION MACHINE MAN & FOREMAN 


One who can keep up 8” band resaws, operate 
matcher, keep up machinery and operate planing 
mill at capacity. Modern plant with steam power 
located in Florida. Give references, age & state 
salary expected. Good opportunity for a hustler. 
Address ‘“F. 71," care American Lumberman. 





PLANING MILL FOREMAN 


We want a first class planing mill man, strictly 
sober, and capable of handling all kinds of planing 
mill work. 

SHAPERO LUMBER COMPANY, Jamestown, Tenn. 


WANTED: PLANING MILL MAN 


Who can file band saws, grind knives, and take 
general charge of planing mill in Northern Wisc. 
State experience and qualifications in full and 
furnish references. 

Address “G. 30,” 





care American Lumberman. 





WTD: EXP’D FOREMAN FOR MILLWORK 


Cabinet and frame assembly department, capable 
of handling men and planning their work. Must 
understand blue prints thoroughly. Give references, 
age, experience and salary expected. 

Address ‘G. 26,’ care American Lumberman. 


WANTED 

Experienced draftsman, good personality, capable 
of drawing ordinary house plans. Central Ohio. 
Address “F. 96," care American Lumberman. 








MANAGER WHOLESALE 
HARDWOOD AND PINE DEPARTMENT 
Experienced selling mail order. Must have good 
mill connections. Chicago. Give full details, ex- 

perience and age. 


Address “G. 65," care American Lumberman. 





Employment 


POS. WTD.: BY COMPETENT LUMBERMAN 
50 yrs. young. Know hard and soft woods from mill 
to car. Last employer quit operating; with them 
14 yrs. supervising manufacturing, planing mill and 
shipping. Will go any place in U. S. or Canada. 
Good references. 

Address ‘“‘G. 42,” 





care American Lumberman. 





FACTORY MANAGEMENT 
Thoroughly familiar with general and special mill- 
work production as well as drafting room and office 
routine. Salary plus commission. 

Address “G. 41,’" care American Lumberman. 





EXP. CIRCULAR SAWMILL OPERATOR 
Wants work as sawyer, millright, or saw filer. 
Contract or salary. Can do your engineering and 
drafting work. 


Address “G. 50,"’ care American Lumberman. 





Employment 


TRAVELING SALESMAN 
With wholesale lumber, lumber 
sash and door firm on west coast; Washington or 
Oregon preferred. Eighteen years’ experience in all 
phases of lumber and building material business. 
Now employed as salesman, but desires change on 
account of climate. 


Address “G. 52,” care American Lumberman. 





POSITION 


and shingle, or 





EXP. PLANING MILL, SASH & DOOR MGR. 
Department Manager. Best Salary 
$3,000 up. 

Address “G. 


references. 


49,"" care American Lumberman. 





LADY DESIRES POSITION AS BOOKKEEPER 


12 years exp. in lumber wholesaling & manufactur- 
ing. Can handle invoicing, inventories, financial 
statements, typing & general officework. Capable 
of taking complete charge. Chicago district pre- 
ferred. Best of references. 

Address ‘“‘F. 78,"’ care American Lumberman. 





YNG MAN, COLLEGE GRADUATE IN FORESTRY 
Knowledge of typing & acctg, wants to learn Ibr. 


bus. Civil Service rating as Asst. Silviculturist. 
Exp. in public, private forestry & logging. 
Address ‘“G. 28,’’ care American Lumberman. 





WTD. POSITION AS DIVISION MANAGER 


Or auditor of several yards, or residential man- 

ager of large yard that has strong competition. 

Can furnish best of reference from former employer. 
Address “G. 31,’ care American Lumberman. 





BAND & CIRCULAR FILER 


20 years experience. Good mill man, with best 
references. 
Address “F. 73,’ care American Lumberman. 





WANT TO LEARN RETAIL LUMBERING 


College grad. in forestry; exp. in lbr. prod’n. 
Address “E. 87,”" care American Lumberman. 





Business Opportunities 


MANUFACTURERS REPRESENTATIVE 


Salesman, well educated and with valuable retail- 
lumber and building-specialties experience, wishes 
to establish himself in the New York-New Jersey 
metropolitan area as representative for manufac- 
turers who seek promotion and sales for their prod- 
ucts through contacts with architects, contractors, 
the industrial and home-owners trade. Manufac- 
turers interested in a productive, intelligent & effi- 
cient sales service, please communicste. 
Address “‘G. 39,’”" care American Lumberman. 








RESPONSIBLE COMMISSION MAN 


Located in Los Angeles desires connection with good 
producer, to sell lumber and flooring in Calif. sest 
references as to ability and integrity, as well as 
bank references. 
Address “G, 47,” American Lumberman. 
WHAT HAVE YOU TO 
SELL IN CALIFORNIA? 
We offer efficient representation for anything con- 
nected with 
THE WOODWORKING INDUSTRY. 
Address “G. 35,” care American Lumberman. 


care 








FINANCING OF ACCOUNTS RECEIVABLE 


For lumbermen by lumberman. Inquiries from 
manufacturers and wholesalers will receive prompt 
attention. Address FORESTA FACTORS, INC., 
233 Broadway, New York, N. Y. 





Lumber and Dimension 


WANTED—LUMBER 
Continuous supply of Green White Oak boat lumber 
from 10’ to 30’ long, 1” to 4” thick: also few cars 
Hickory dimension. Send for specifications. 
Address “G. 38,’’ care American Lumberman. 


Steel Rails pee 


RAILS WANTED. ANY SIZE OR QUANTITY 


Particularly 20 lb., 25 1b., 30 lb. and 40 lb. Secure 
ur price before selling. MIDWEST STEEL CORP., 
harleston, W. Va. 














Used Machinery 


WANTED: ONE 6” 4-SIDED STICKER 
with 6 or 8 extra heads. Must be in perfect run- 
ning condition. FIREHAMMER MILLWORK C©., 
RACINE, WISCONSIN. 








WANTED—DRY KILN TRUCKS 


Must be 4’ long, 4” or 5” channel iron, 8” wheels. 
Strictly first-class condition. 
R. C. OWEN COMPANY 
Hopkinsville, Kentucky 


WANTED 


No. 8C MITTS & MERRILL PLANING MILL HOG, 
or its equivalent. 
SCOTCH LUMBER COMPANY, 





FULTON, ALA. 





WANTED 
POWER TRANSFER CAR 
TURN TABLE 
Both items for use with end piling dry kilns. 
detailed description, location and price. 
Address “G. 37,” care American Lumberman. 


Give 





WANTED—ROSS CARRIERS 


Good operating condition. Advise fully 
dition, if pneumatics, price, etc. 
Address “G. 53,” care American Lumberman. 


FOR SALE 
Business Opportunities 


PLANING MILL AND SORTING YARD 


age, con- 




















Located in good section of North Carolina. Good 
supply of manufactured lumber in Yellow Pine, 
White Pine, and Hardwoods available; also future 


supply assured by surrounding boundaries of timber. 
Has always been engaged in wholesale trade, but 
is in midst of a growing section and could be made 
into a retail business. Machinery modern. Price 
reasonable. Address: P. O. Box 740, Lenoir, N. C. 





MODERN ARKANSAS YELLOW PINE 


Lumber Plant; steam gun circular mill, two dry 
kilns, high speed planer; large iron-clad buildings; 
railroad and truck shipping. One million feet lum- 
ber stock, both individual and government timber. 
Good opportunity for right fellow. Responsible 
parties only. Considerable capital. 

Address “G. 40,’ care American Lumberman. 





CIRCULAR SAW-MILL AND STORAGE YARD 


Two railroad sidings. Twenty-four year old con- 
cern located in a good Northern Indiana city. Will 
sell mill and real estate with log inventory, and 
with or without lumber inventory. Ill health rea- 
son for selling. Details only to financially respon- 
sible individuals who mean business. 

Address “F. 85,’’ care American Lumberman. 





SAW-MILL AND LUMBER BUSINESS 
For sale. Dwelling, buildings & equipment. Good 
trade and location on paved road. Good reason 
for selling. Apply WILLIAM S. BAUMAN, Route 
3, Ephrata, Pa. 


GOOD 35 H.P. PORTABLE SAWMILL 


For sale cheap, or will take sawing contract. 
Address “F. 95,” care American Lumberman. 


LUMBER YARD AND PLANING MILL 
In fast growing Albuquerque, New Mexico. Yard 
showed profit of $12,000 last year on an investment 
of $20,000. $20,000 cash will handle. 
Address ‘“G-32,’ care American Lumberman. 


Retail Lumber Yards 


FOR SALE: RETAIL LUMBER YARD 
In town of approx. 5,000 where national corp’n. 
building plant worth $25,000,000 starts operation 
soon. Excellent opportunity to build and sell large 
number of homes. $50,000 needed. Community is 














ripe for widespread development; Shenandoah 
Valley, Virginia. 
Address “F. 72,” care American Lumberman. 





SMALL LUMBER AND HARDWARE BUSINESS 


in Southern Maryland, tobacce belt. Address 
JOHN A. MEREDITH, Annapolis, Md, 
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